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More than / tong 


OF STEEL & IRON 
ARE WORKING 


FOR THIS LITTLE LADY! 


HERE are over 14,500 pounds of iron 
| ape steel in use for every man, wo- 
man and child in the country. That stag- 
gering figure of over 7 tons per person is 
based on a total estimated at over a bil- 
lion net tons. 

Since 1900, the amount of iron and 
steel in use in this country has increased 
about three and a half times as fast as the 
nation’s population. This phenomenal 
increase is not only a good indication of 
the rapid rise in our living standards, but 
also shows why today’s demands for steel 
and products of steel have reached such 
enormous peaks. 

That billion tons of steel “in use” to- 
day is in the form of buildings, bridges, 
farm equipment, rails and railroad equip- 
ment, pipe lines, ships, and thousands 
upon thousands of other steel objects like 
automobiles, household equipment, cans 
for food and other substances; right on 
down the line to pins and paper clips. 

When you consider these facts, it’s not 
hard to understand why it’s a big job for 
the steel industry to keep pace with the 
steel needs of the nation. 

United States Steel is doing its very 
best to meet these increased demands 
with a three-quarter billion dollar pro- 
gram for additional steel-making facil- 
ities and general modernization. Helping 
to make the steel which is indispensable 
to our modern civilization is the major 
job of the industrial family that serves 
the nation .. . United States Steel. 
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Key TO PROFITS! 


Regardless of whether your company is large or 
small, Remington Rand simplified systems can give 


you immediate access to new profits, new savings. 


Take accounting, for instance. Here are two actual 
cases of money saved through the application of 
simplified systems: 


(1). A mid-west wholesaler now handles accounts 
receivable with two girls instead of the five required 
by the previous system; also profits through closer 
control of credit and collection. 


(2) A small machine shop simplifies general 
accounting and payroll, saving its proprietor 8 to 10 
hours of paperwork weekly. 


Send for FREE BOOKLET (KD 253) describ- 
ing SUIAP, the Simplified Unit Invoice Account- 
ing Plan ... and for FREE FOLDER (LL 118) 
“Daily Financial Control with Multi-Matic”’. 
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For extra profits through simplified administra- 
tive control of Accounting... Inventory... Sales 
..- Production ...Cost Analysis ... Personnel... 
or Purchasing... phone the nearest Remington 
Rand office or write Systems Division, 315 Fourth 

Ave., New York 10, N. Y. 


HEE 
TLL 


Everything you need to simplify 
and save: Visible Systems for Ad- 
ministrative Control . . . Filing 
Systems and Supplies . . . Loose 
Leaf Systems . . . Certified Point- 
of-Use Fire Protection for Vital 


Business Records. 


Reminglon Rand 


THE FIRST NAME IN BUSINESS SYSTEMS 
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Milustry Cals Fayroll- Work Costs ap to SO 


See what it can do for your business. 
For mechanization is the one sound answer to 
today’s high cost of hand figure-work of every 
kind. Businesses large and small all over the 
country report savings ranging up to 30% 
after mechanizing their accounting with 
Nationals. Savings which often pay for the 


whole National installation in the first year! 
Today’s high costs of delays and overtime 
make mechanization as essential in the office 
as it has long been in the plant. Ask your local 
National representative to study your setup, 
and report the savings you may expect from 
the use of correct modern accounting tools. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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WHAT’S AHEAD 


REPORT ON U.S. INDUSTRY 


The day: January 1. The event: Forses 
Magazine's first Annual Report on Amer- 
ican Industry. 


Opening the new year with a bang, in 


" this lead-off 1949 issue ‘the editors plan 


to provide Forses readers with the most 
detailed and comprehensive breakdown of 
10 major U.S. industries ever compiled be- 
tween the covers of a single publication. 

No mere year-end review, on the con- 
trary this appraisal will be a thorough 
survey-and-outlook presentation, will an- 


‘alyze each industry’s current status, ap- 
praise its investment prospects, make ex- _ 


pert-backed forecasts of its future. 

For several months now a galaxy of edi- 
tors, writers, and researchers have been 
digging into the behind-the-scenes condi- 
tions in these industries, have been inter- 
viewing financial authorities, company ex- 
ecutives, sales and production managers, 
research men, industry specialists in banks, 
insurance companies, brokerage houses; 
etc. 

Designed primarily to provide hasic 
guidance for business men and investors, 
these surveys will focus the editorial micro- 
scope on the whole panorama of 10 vital 
industries, will, we believe, be an impor- 
tant landmark and an outstanding contri- 
bution to the store of knowledge about 
industry and its securities: 

We'll tell you more about this big issue 
next month, when the articles are sifted 
and shaped for final drafting. 


BANKING BIG-WIG 


Though born “with silver spoons in his 
mouth,” Richard K. Mellon has amply 
demonstrated that his place in the business 
limelight is the result of sheer ability, not 
mere inheritance. 

Little known to the general public, a 
consistent “publicity-shunner,” Dick Mel- 
lon wields great economic power, at the 
same time displays great capacity for using 
it wisely. 


An outstandingly able financier and ~ 


business man, he is now top man in the 
Mellon empire, which is studded with 
such top corporate names as Aluminum 
Co. of America, Gulf Oil, Koppers, Mellon 
National Bank & Trust, First Boston Corp., 
etc. 

Mellon is another in the 50-name roster 
of Americans elected as the nation’s Fore- 
most Business Leaders. Look for his story 
in our December 1, issue. 


LABOR; OPPORTUNITY, STOCKS 


Also on the docket for December 1: a 
pointer-packed labor relations piece by 
Labor Editor Lawrence Stessin, an Oppor- 
tunity story highlighting the profit pros- 
pects in another small-capital field, and 
some must-read stock market forecasts by 
Forses staff of financial experts. 
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is an Inside Job 


Dampness is a great gate crasher. It 
will sneak inside, even through masonry 
walls. And, with dampness, comes 
clammy, penetrating cold. 

Protect yourself from this unseen in- 
truder when. you build. But don’t con- 
fuse dampproofing with waterproofing 
which usually is an @utside iob 

One of the most effective moisture 
barriers for masonry walls is Flintkote 
Trowel Mastic. Applied on the inside 
. face of exterior walls, this high quality 


Flintkote Makes Many Things 


...tohelpimproveyourproductsoryour 
property. Building materials for old or 
new homes. Paperboard products. Rub- 
ber and resin adhesives. Joint seal- 
ers. Automotive, railway and ma- 
rine products. These are only a few 
of Flintkote’s wide line for stand- 
ard and special requirements. 


FLINTKOTE 


eee ech = 


BUILDING MATERIALS . PRODUCTS FOR INDUSTRY . PAPER BOXES & CONTAINERS 





a+ __5 
PROTECTION 


asphalt mastic provides heat saving 
and comfort. It is also suitable for con- 
trol of water on the outside of exterior 
walls below grade. 

Others in the wide line of Flintkote 
Industrial Products for Water- and 
Dampproofing include semi-mastics, 
cutback primers, asphalt emulsions, 
asphalt saturated membrane and span- 
drel cloth. These specialized materials 
solve almost every waterproofing and 
dampproofing problem. 


We've helped solve a great many prob- 
lems. Perhaps we can help with yours. 
THE FLINTKOTE COMPANY, 30 Rocke- 
feller Plaza, New York 20, New 
York; 55th and Alameda Sts., 
Los Angeles 54, Calif.; 30th 
Street, Long Branch, Toronto 
14, Ontario. 


‘ 





6 








a 


TWO-LINE 
Editorials 


Corporation managements must gird to 
be progressive. 


I hear that Paul Hoffman, having got- 
ten ERP under way, will resign Jan. 1. 


Eric Johnston, rumored as his success- 
or, tells me “No.” 


Prediction: America will not go to the 
demnition bow-wows. 


The U. S. still stands where it did. 


Washington rumor has it that Sec. 
Marshall will quit Jan. 20. 


He didn’t relish Truman’s attempt to 
by-pass him. 


Borrowing is being overdone. 


Will Stalin now offer Wallace a job? , 


Americans have no use for fuddle- 


minded Henry. 


Building is booming, despite excessive 
costs. 


Later, probably rather than sooner, 
recession will come. 


Prediction: Russia will not force war. 
Communism here is on the skids. 


Congress should liberalize depreciation 
charges. 


The yardstick should be reproduction 


costs. 


Acquisition of moré oil resources’ by 
the U.S. is vital for our future safety, 
supremacy. 


Fight every inflationary move—Federal, 
industfial, commercial, unioneer. 


The world’s most serious spot, blot: 
China. 


Can, will Uncle Sam thwart Stalin? 


Britain’s self-sacrifices may save her. 
| 


Guess: Argentina’s President Peron will 
become more co-operative with U.S. 


America on the seas is steadily being 
sunk. Serious. 


Let hope spring eternal. 
em —B. C. F. 


Forbes 











7 


4 


i a a | 


ta 


rr 








I 








Your new — 
| plant site... 


If you are planning to expand your busi- 
ness and require property or spur track 
facilities in Oregon, California, Nevada, 
Utah, Arizona, New Mexico, Texas or Lou- 
isiana, our Industrial Department can save 
you time and money. 


HERE’S HOW TO GO ABOUT IT: 


Send us your basic requirements for 
an industrial site. We will 

send you complete 
details on suitable 





our representative 






> will accompany yours 
on an inspection trip. ; 


In our files we have most complete and up- 
to-date information available on industrial 
sites in the eight states we serve. We have 
experienced traffic men in every sizeable 





locations. Then if you wish, 


community along our lines who can develop 
any specific information you wish. 


Our business is transportation, not real 
estate. We are more concerned with the 
success of your business than we are with 
its specific location. You may be sure, there- 
fore, that any recommendation we make to 
you will be unprejudiced. 


- Please do not hesitate to write us. Your in- 


quiry will receive prompt and confidential 
handling, without obligation on your part. 
We'll tell you, too, about the many natural. ° 
advantages you get when you locate on the 
West’s biggest railroad. Southern Pacific 
serves more western communities than any 


other railroad. 











INDUSTRIAL SITE SERVICE 
by Southern Pacific 


For prompt, confidential information about 
plant sites along our lines, write: W.W. HALE, 
Vice-President, System Freight Traffic, Room 
715D, Southern Pacific Company, 65 Market 
Street, San Francisco 5, California. 











The West’s Greatest 
Transportation System 
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‘READERS SAY 


ECONOMIC IGNORANCE 


Your article, “Can You Define These 
Terms” [Sept. 15] touches an extremely 
important subject. That a certain percent- 
age of the moronic fringe should be quite 
ignorant of the meaning of these presently 
much-used terms is to be expected. It was 
always thus. However, when one so men- 
tally fuzzy as to define Capitalism as: 
“The system in which wealth is controlled 
by a rich minority,” is granted a license 
to teach the rising generation in the New 
York High Schools, that is an amazing 
and pitiful thing. More amazing still is the 
similar lack of clear thinking on the part 
of many of our influential, well educated 
business men and politicians. . . . 

Clarification might be helped if it were 
more often emphasized that there are only 
two basic forms of government, regardless 
of the large number of “isms” with which 
we have become afflicted. These two basic 
forms are: (1) Representative govern- 
ment under which the majority of the 
people have the power (whether they use 
it or not) to control the policies of their 
executive officers, and (2) arbitrary gov- 
ernment by a self-chosen leader or collec- 
tive minority segment of the population, 
independently of majority approval. Fur- 
ther clarification would result from uni- 
versal recognition of the fact that Capi- 
talism, Free Enterprise, Socialism and 
Planned Economy are economic systems 


and not forms of government at all. 
—BuvueE.t C. Netson, Portland, Ore. 


The definition of Communism caught 
my atterition, not because of what it did 
to make matters clear in my mind, but 
because of its complete inadequacies. 

What information is contained in the 
economist’s statement: “Today, Commu- 
nism is a dictatorship by the few in the 
name of the many”? So with the other 
statements. The merchant, the farmer and 
the student seemed to understand the dif- 
ficulties of defining Communism better 
than the economists! I think you should 
make another “try,” but give some com- 
petent authority several pages in which to 
do it.—Wm. C. ARNOLD, West Chester, Pa. 


PET SHOPS 


In your article “Opportunities in Pet 
Shops” [Oct. 15] you say: “Grooming 
(Cocker Spaniels), $5; clipping, $3.50; 
plucking, $2.” 

I wish to inform you that plucking, or 
stripping, is by far more expensive. It is 
an art in itselfl-Dicx Epwarps, Yorkville, 


ao & 
SATISFIED 


The more I read your magazine, the 
better I like it. The contents are brief, 
concise, and to the point. Naturally, as in 
all human institutions, latitude must be 


allowed to the founders and shapers of it, 


Your publication may be small in actual 
size, but I can see it is large in scope and 
connections, as well as humanness. Rela- 
tive to' the latter, your reoent endorsement 
of public housing, even though not too de- 
sirable, but because of its dire necessity, 
is a case in point, and is only one of 
many instances. 

And naturally not the least in this mun- 
dane and best of all possible worlds, | 
have profited by the information contained 
in your magazine.—E. J. Srecer, Belle- 
ville, Il. 


NEW COIN 


I see in your current issue, under “The 
Business Pipeline,” that there is a move- 
ment in Congress to authorize a seven 
cent piece. If we get one, let’s call it a 
Sevent._F. G. McGraw, president, Amer- 
ican Hospital Supply Corp., Evanston, II. 


A MANAGEMENT PROBLEM 


Your editorial, “Poor Quality of Young 
Help,” startles me. 

There are several good causes if help or 
workers perform in an inefficient manner. 
All these are centered on the management. 

Anyone complaining in the manner of 
tone of your editorial should be put 
straight. The management is failing in its 
leadership and training sections. Get a 
manager or personnel staff big enough for 
the job!—Benyjamin P. Fow ter, New 
York, N. Y. 






















; Let us develop the 
resources of our land, 
J call forth its powers, 
build up its institutions, 
promote all its great 
interests and see whether 
we, also, in our day 
and generation may not 
perform something 
worthy to be 
remembered.” 
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«Sincere Thanks, 


Daniel Webster! 


* No words better express the guiding policies 
of Tide Water Associated Oil Company than 


these immortal lines from Daniel Webster. 


TIDE WATER 
&> ASSOCIATED 
OIL COMPANY 


They ring with the same spirit of progressive 
leadership that seventy years ago built Tide 
Water’s pioneer pipe line from Bradford, 
Pennsylvania, to the sea.. 


. the same high 


resolve that today makes VEEDOL “The 
World’s Most Famous Motor Oil.” 


THE PETROLEUM INDUSTRY IS A PROGRESSIVE INDUSTRY DEDICATED TO SERVE MANKIND FAITHFULLY AND WELL 
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Reading Time: 
1 Kaiser, ne 


1 Frazer 

















While you read this advertisement,.one new Kaiser and one new Prazer automobile will be completed ...yet 30 months ago, 
Kaiser-Frazer wasn’t even in production! But the very first car off Willow Run’s assembly line set such completely new standards 
for the medium-price field... in design, comfort, performance and value... that Kaisers and Frazers are now the most copied 
cars in history. K-F is today the largest ‘independent’ passenger car maker, and the old ‘Big Three’ is now The Big 4! The men 
who did this...in 400 working days... learned in the fire of war-time production how free men, working together with 
imagination; in dignity and mutual respect, can accomplish mitacles. In proving it again at Willow Run, they have written one 


of America’s Greatest Success Stories, and set an example for the whole industrial world! ©1948 KAISER-FRAZER CORPORATION 


Kaiser + Fra Zee coccccien 


* One of America’s Greatest Success Stories! 
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The Weld that Saved the Day... 
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with a friendly hand from Nickel Welding Rod 


What a tough break! To have the en- 
gine of your car freeze up and crack. And 
you just married, with honeymoon lane 
stretching ahead. 


x * 


And what a lucky break, when you find 
out that the village welder can fix it. 


“You have yourself some lunch,” the 
welder says, “and I'll have you ready for a 
fresh start by three.” 


While you’re gone he gets to work, 
using a new kind of Welding Rod. Made 
with Nickel, it makes tough welds easy. 


* * 


So, with the help of “Your Unseen 
Friend,” Nickel, he welds the break so it 
will never bother you again. 


When you get back, he’s finished the 
job. He tells you why it’s as good as new. 
And how he could do it without heating 
the block first or taking the engine out of 
the car, because this new kind of Nickel 
welding rod is so easy to handle. 


“What do they call it?” you ask. 


“They call it ‘Ni-Rod,’” he says, “but 
me...I call it ‘My Rod’!” 


“Whatever you call it,” you say, as you 
drive off, “it sure is a friend in need.” 


* * 


Every day, in many a way, Nickel is 
your friend in need. From your morning 
bus to your evening radio, it helps things 
serve you well. But you rarely see the 
Nickel because it’s usually combined with 
other metals. 


10 


That’s why Nickel is called “Your 


Unseen Friend.” 
am * 


Write for Free Booklet on 
Easy Welding with "'Ni-Rod” 
Shows how easy-handling 
AC-DC."Ni-Rod” makes 
machinable welds in cast 
tron or when cast iron is 
welded to steel. Illustrated 
by many photographs and 
descriptions of actual jobs. 
For your FREE booklet,send , - 
a post card to Dept. 275X. 


THE INTERNATIONAL NICKEL COMPANY, INC. 


New York 5, N. Y. 


EMBLEM ,. OF SERVICE 


Nickel 


... Your Unseen Friend 


- mar 


© 1948, T. 1. N. Co. 
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| WASHINGTON PREVIEW 


by GENE ROBB, Washington Editor 





President Truman's unprecedented political comeback poses numerous questions that only 
time can answer. Will wartime controls over prices and materials be restored? Will a 
Democratic Congress agree with the White House that election returns constitute a man- 
date for outright repeal of the Taft-Hartley Act? Will income taxes be raised and an 
excess profits tax reimposed? 











One clue to these prospects is to look back to 1945-46, when Truman was President and 
his party controlled both House and Senate. During that period, most White House pro- 
grams were relegated to the Capitol Hill ashcan by a coalition of Republicans and 
Southern Democrats. Will history repeat despite Truman's tremendous personal victory, 
which made possible his party's sweep in Congress? 














Potential coalition of anti-New Deal Democrats and Republicans will still exist in 
8lst Congress. Present outlook is that these groups, particularly in the Senate, will 
team up to stop more radical Truman proposals. It is even possible that Truman will 
lose some of his enthusiasm for platform planks adopted more for reasons of politi- 
cal expediency than because of sincere belief. 





Democratic sweep will bring to Washington many political unknowns, particularly in 
House. Some thought so little of Truman's chances that they virtually ignored national 
ticket during campaign, concentratirg on personalities and local issues. To what de- 
gree they will feel committed to support Truman's program remains to be seen. 





CONGRESSIONAL LEADERS--By and large, big wheels of Congress starting next January will 
be same as those ousted by GOP 2 years ago. Former Senate Majority Leader Barkley, 

now Vice-President Elect, will have to be replaced. Most likely successor is Scott 
Lucas of Illinois, now Minority Whip. One possible rival, who might get Truman-Barkley 
Support in return for miracle of getting elected, is J. Howard McGrath of Rhode Island. 
His selection might be blocked by conservative Southerners. 








In the House, Rep. Sam Rayburn is a cinch to be restored as Speaker. Likewise the 
present Minority Whip, Rep. John J. McCormack of Massachusetts, who is due to take 
over as Majority Leader. In line to resume old post as head of potent House Rules Com- 
mittee is 82-year-old Rep. Adolph J. Sabath of Chicago. 








Top Senate committee chairmanships will be distributed as follows, if seniority rule 
is followed as usual: Foreign Relations--Connally of Texas; Appropriations--McKellar 
of Tennessee; Labor=-Ihomas of Utah; Finance--George of Georgia; Judiciary--McCarran 
of Nevada; Armed Services--Tydings of Maryland; Agriculture--Thomas of Oklahoma. 


NOTE: Number of Southerners in above list will certainly be a matter of grave concern to 
White House. Truman-Barkley team may pull some strings to substitute friendlier Sena- 
tors for logical candidates. 





LABOR LAW--Democratic platform on which Truman & Co. marched to victory calls for re- 
peal of Taft-Hartley Act. Beholden as he is to unions whose efforts made possible his 
victory, Truman will certainly make a strong pitch to erase the new labor law from 
the statute books. It figures to be one of the historic battles of 8lst Con- 
gress. (Continued on page 13) 
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The BUSINESS Pipeline 





by the Editors 





CHEMICALS “Infant in the world of chemistry" is the term aptly applied to silicon, a 
component of ordinary sand from which such products as oils, greases, 
resins and rubbers are being made. Researchers anticipate that some of its uses will be 
revolutionary. Because of its ability to withstand extremes of heat and cold, to resist 
moisture and to remain unaffected by most other chemicals, it will have increasingly 
widespread applications. 
















METALS Mounting costs, excessive consumer demands are exerting an upward pressure 

upon price levels of many non-ferrous metals. Such increases, if they come, 
will be gradual, as producers adjust themselves to new supply-demand conditions. ... 
Steel products, too, appear to be in line for further price boosts as steel men continue 
to battle with rising costs, depreciation problems. Demand shows no indication of 
easing off, is currently topping the industry's record-breaking output. 











AVIATION There's a strong trend toward utility planes of the personal type, for use in 


business and farming. Seventeen different executive or family-type aircraft 
are now being produced by 12 firms. In the preceding year, only 10 models were offered. 
Latest figures reveal that sales of such planes are actually exceeding those of two-place 
or trainer types by a substantial margin. . . . Going into its second year of opera- 
tion, the world's first regularly scheduled helicopter mail service in Los Angeles 
has yet to miss a trip due to mechanical delay. When applications pending in Chicago 


and New York are approved, enthusiasts envision the evolvement of a transcontinental 
airliner-helicopter system. 


























HOUSING Buyers' resistance to the present level of home prices is the strongest since 
V-J Day. Savings and loan officials, reporting this trend, also say that 

it's most apparent in the East and South. ... West Coast sawmills face a critical situa- 

tion as effects of the water-front strike, and a freight car shortage in southern Ore- 


gon, combine to cripple operations. Production schedules are disrupted, shipping move- 
ments uncertain. 


GAS Preliminary reports indicate that total capital requirements of the gas utility 
industry will top $3 billion during the five-year period 1948-52. More than 90% 
of this sum will be funneled into construction of new facilities, the balance being 
used for additional working capital or for the acquisition of existing properties. Bulk 
of new money will probably be secured in the following proportions: one-third from in- 
ternal sources, the rest from permanent external sources. 





PURCHASING The short-range policy on commitments continues, according to the National 


Association of Purchasing Agents. Ninety-five percent are within the 
"hand-to-mouth to 90-day" category. Reporting members are taking a very cautious 
attitude. Significant: They also report that "the trend toward competitive markets is 
developing faster than is generally realized." 





INVENTORIES Purchased industrial inventories were down again last month, with buyers 
reporting “every indication that the rigid inventory control policy 
predominant in industry for several months will continue." Reason: better availabil- 
ity of more items. And prevailing opinion that prices have reached their peak is in- 
ducing management to hold their inventory investment to lowest possible level neces- 
Sary to maintain current production schedules. 
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a) 
_ AUTOMOTIVE Car-makers are beginning to 
have hopes of a peak post- 
war year after all. Provisos: If there's 
enough sheet steel available, and no un- 
toward strikes crop up. If a new production 
mark is set, the field probably will be 
paced by a record output of trucks, demand 
for which has showed no signs of level- 
ing off. Next year, if all goes well, it's 
expected that passenger car output will 
show a healthy increase. Meantime, in 
view of material and cost trends, watch 
for more and more emphasis placed up- 
on efficiency and economy in tomorrow's 
automobiles. 


Decreasing world production of 
fine wools in the face of rising 
demand is stimulating investigation 

into ways and means of finding how mediun- 
grade wools can be used to make fabrics 
that now require fine wools. Four-year 
fundamental research program, starting 
this Fall and carrying the industry's 
hopes, will explore the structures and 
chemical and physical properties of wool. 
Cost: $300,000-$400,000, of which sum the 
Government will contribute $20,000 annu- 
ally. 


WOOL 


RAILROADS New freight car production 
dropped below the 10,000 mark 
again in September. Total increase in 
cars for the first nine months was 

20,627. However, a jump in the number 

of cars awaiting repairs has reduced the 
overall gain in serviceable equipment to 
16,157. . « - Substantial savings in 
maintenance costs are expected with the 
introduction of a radically new journal- 
box lid which will never need replacement. 
An American Locomotive Co. product, it 
will reduce out-of-service time for 
Scarce freight cars. 

seg epee te & 
INSURANCE New records are being set in 
the number of insurance con- 
tracts held by American business™“as the 
dollar value of corporate assets, such as 
marketable inventories, rises under 
inflationary pressure. Citing the ex- 
traordinary demands being made on the 
insurance industry today, and the inability 
of underwriters to accept all the 
business currently being offered them, 
one observer comments that U.S. industry 
is utilizing the insurance markets of the 
entire world in a continuing effort to 
obtain adequate coverage. 







Washington Preview 
(Continued from page 11) 


Not only did a majority of Democrats 
in both present House and Senate vote to 


override Truman's veto of Taft-Hartley 


Act, but a majority of new Senate taking 
office in January were so recorded. Politi- 
cians are not necessarily consistent, 

but Truman will have to change a few minds 
if union bosses are to attain their ob=- 
jectives of outright repeal. A compromise 
which will water down but not repeal Taft- 
Hartley Act is likely outcome. 





MINIMUM WAGES--Republicans had planned to 
raise present statutory 40-cent hourly 
wage minimum in 1949, but to trim wage- 
hour law in other respects. With Demo- 
crats back in control, lifting of floor 
under wages becomes more certain but 
amendments helpful to employers are likely 
to make little headway. 

Similar situation will prevail on sub- 
ject of Social Security. GOP had blueprints 
for extending coverage and increasing 
benefits next year. Job will still be done 
by 8lst Congress in all probability, but 
along lines plotted by Truman and his so- 
cial planners in downtown agencies. Demo=- 
cratic efforts may also be expected to 
repeal legislation passed last Summer over 
a White House veto to define independent 
contractors for Social Security tax pur- 
poses. 




















HOUSING--Reasonably accurate facsimile 
of Taft-Ellender-Wagner housing bill that 
has been kicking around Congress without 
action for years will be revived and passed 
next year. Republicans and conservative 
Democrats will try to delete public hous- 
ing section. If election returns are a 
reliable sign, Truman will get about what 
he asks for in housing field. 

President is sure to ask Congress not 
only for extension of rent control but for 
elimination of Republican-inspired pro-=- 
vision in present law allowing "voluntary" 
rent increases. Legislators, who will 
have to find some sort of a mandate in amaz- 
ing Republican rebuff, are likely to de=- 
cide John Q. Public really does want con- 
trols. So early betting is that Congress 
will extend rent control act. 








TAXES--If inflation continues into 1949, 
expect a Truman appeal for restoration of 
this year's personal income tax cuts. 

















Sitting Pretty 


Your factory would be, too, if it were 
located in the Southland. 


For if there was ever a place formed and 
fashioned for sound industrial growth, it is 
the South. Wherever you go... wherever you 
look . . . your imagination will be stirred by 
evidences of great natural resources, of pro- 
gressiveness, of confidence in the future. 


No wonder new factories are arriving almost 
daily, and old ones are expanding, all. along 
the 8,000-mile Southern Railway System. And 
they’re all “sitting pretty” in this amazing 
industrial opportunity-land. 


“Look Ahead—Look South!” 


Erne? E. rorewened 
President 


SOUTHERN RAILWAY SYSTEM 


The Southern Serves the South 
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Fact and Comment | 


“ 


by B.C. FORBES 





s 


“With all thy getting, get understanding” 


WHY DID TRUMAN WIN? 


Why did Harry Truman, totally unexpectedly, win the 
endorsement of the majority of American voters? 

In his ¢xtraordinarily strenuous pre-election campaign 
he succeeded, far more than Governor Dewey, ‘in adjust- 
ing himself to the level of the “common people.” 

Much more than Dewey, he convinced them that he was 
with them, that he was for them, that he was one of them. 

His speeches manifestly caused them to believe that he 
" strove heroically to keep down the cost of living, that he 
was frustrated by a Republican Congress. 

He sold farmers the belief that he, rather than Dewey, 
was their sincere friend, that he would see to it, if elected, 


that they were guaranteed high prices for years. . 


Unions put forth infinitely greater efforts than industry 
or business on behalf of their candidate. They “got out 
the vote.” 

Republicans were altogether too cocksure of victory; 
therefore, were too complacent. 

Industrialists assured the public that if price controls 
were lifted, competition would prevent further increases in 
prices. This emphatically did not happen. 

There will now set in a tug-of-war between business and 
the. Democratic Administration to gain public confidence 
and esteem. Unless men of affairs exert themselves far 
more than they have done heretofore to win public support, 
they will have only themselves to blame for whatever hap- 


pens. 
“AGAINST OUR’ POLICY”. 


The wooden excuse by too many company managements; 
when asked to do something, is: “It’s against our policy.” 
They smugly assume that this must be accepted as final, 
that it settles everything most definitely, that there is no 
room whatsoever for argument. 

The grievously disturbing truth is that events during the 
last twenty years have starkly demonstrated that “our pol- 
icy” has been far oftener wrong than right, that “our policy” 
today cries aloud for alteration. It was “our policy,” as prac- 
ticed by most corporations and companies, which inflamed 
the majority of voters to usher in the New Deal. “Our 
policy” still, today, needs changing in certain vital, funda- 
mental respects. Corporation executives are employees of 

-’ the owners, stockholders; and are—or should be—the trustees 
for stockowners. 

But how lamentably these trustees have failed to safe- 
guard the interests of stockholders! They have sat idly, im- 
potently, while employees have organized into mighty, 
all-powerful unions, and while self-seeking politicians have 
risen to power by flouting stockholders—accurately desig- 
nated “the forgotten men.” 

I recently berated a group of top-notch corporation ex- 
ecutives, castigated them for being “industrial generals 
_ without an army.” Labor leaders, I rubbed into them, had 


BAH! 
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been far wiser: they had recruited mighty armies of follow- 
ers to back them up. 

As President of the Investors League, I have been exhort- 
ing company heads to back up the League’s efforts to 
organize stockholders, of whom there are actually more 
than the members of all trade unions combined. When 
asked to bring to the attention of their stockholders the 
objectives of the League, through a message accompanying 
dividend checks or otherwise, the reply, in nine out of ten 
instances, has been: “It’s against our policy.” 


Heavens! Events have overwhelmingly demonstrated that 


it is time to change “our policy.” 

The tragic truth is that investors have been and still are 
the “unorganized majority.” After all, investors embrace not 
only more than 20,000,000 stockholders and bondholders, 
but our 75,000,000 owners of life insurance, our 15,000,000 
home-owners, our 45,000,000 owners of savings accounts, 
our millions of owners of small businesses, and other prop- 
erty owners. 

Tremendously serious results of “our policy” have been 
that the millions of individuals and families who made pos- 
sible the development of America, who made possible our 
unapproached standards of living, who made possible the 
providing of 60,000,000 jobs, who made possible our gigan- 
tic war-winning activities, have for fifteen years refused 
to supply savings in adequate volume to maintain our free 
enterprise system, our economy, our American Way of Life. 

Unless this attitude can be changed, unless private cap- 
ital can be induced to resume job-providing, the Govern- 
ment will have to take over, thereby becoming the Losses @ 
us all, exercising totalitarianism. 

To top executives: Awaken to the fact that “our policy” 
hasn’t worked successfully, and change your tactics! 


* 
Toil must precede enjoyable leisure. 
* 


RRs HAVE TO EMPLOY DRUNKS 


Unbelievable, but true: Railroads are sometimes com- 
pelled to reinstate employees convicted of drunkenness 
while on duty. States the authoritative Railway Age, edi- 
torially: 

“The fact should be made more widely known to the 
American people that an agency of the Federal Govern- 
ment is forcing the railroads to employ men, who, if uncon- 
troverted evidence is to be credited, are guilty of being 
drunk on duty—in jobs where the safety of train operations 
is involved.” 

Such fantastic action, which naturally endangers the life 
of railway patrons, comes from “an obscure little ‘court’ in 
Chicago, known as the National Railway Adjustment Board, 
established by the New Deal at the behest of railway labor 


. . » 
organizations. 


One more shocking example of the lengths railway unions 
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’ 
have succeeded in going to enforce their will, regardless 
of the rights and interests of the public. 


ON THEIR TOES IN THIS RESPECT 


American managements, American business men, are 
exhibiting refreshing awareness of the need for installing 
up-to-the-minute equipment, for vigilantly improving pack- 
aging, for strengthening their competitive positions. 

For example, at the latest (the 40th) National Business 
Show, in New York, orders placed broke all records. Office 
appliance companies are swamped with business. One firm 
reports that in the next six months it will be able to fill 
_ only 80% of the orders booked, that sales are double that 
of ayear ago. | 

Another illustration: A representative of Forses who at- 
tended exhibits in Atlantic City sponsored by the Dairy 
Industry Supply Association, the Association of Ice Cream 
Manufacturers and the Milk Industry Foundation, reports 
that attendance broke all precedents, that farmers and 
business men from all over the country came to look at 
the amazing array of new, streamlined, efficient machinery 
for the production and packaging of dairy products—and 
astonished officials who organized the show by the amount 
of business placed with the exhibitors, for immediate de- 
livery. Also, business men from many foreign countries 
were on hand—Holland, Denmark, Great Britain, South 
America, etc.—expressing keen interest in American meth- 
ods, and asking for prompt delivery of many of our prod- 
ucts. Some came for the sole purpose of learning about 
American packaging methods for their countries’ dairy 
products. 

Yes, American industry, more than the industry of any 
other country, has mastered the invention and practical 
application of production techniques, has led the world in 
mass selling through intelligent advertising, has made 
American living standards the envy of the entire world. 


7 
Be indifferent, and you'll be let out. 
» 


TRUMAN WRONG ABOUT FORBES MAGAZINE 


In his speech-making during the closing days of his’ cam- 
paign, President Truman made a false statement about 

Forses. Talking in the grand ballroom of the Waldorf- 
_ Astoria Hotel, he referred to the gathering of leading busi- 
ness men there a year ago, given by this publication. The 
New York Times, reporting the President’s speech, said: 


When he thought of the New Deal, the President said, he 
could not help recalling a dinner a year ago in the same hall 
honoring the fifty foremost business leaders chosen by a poll 
of a business publication. The publicity for it said that the 
combined annual income of those fifty leaders was $7,500,000 a 
year, or an average of $150,000 each, he continued. 

“The sponsors looked around for a speaker who could talk 
the language of those who make $150,000 a year,” Mr. Truman 
related. 


“They didn’t ask me. 

“But they didn’t have a great deal of trouble nites the 
man. He hurried down from Albany. You see, he wanted to be 
President. 

“He rose up before the assembled millions—in income, I mean, 
_ mot in persons—and delivered a speech. This is how he began: 

‘Fellow Victims of the New Deal.’ He thought it was funny to 
call those $150,000-a-year-men ‘fellow victims of the New Deal.’ 
’ “T think they fared very well under the New Deal. . . . The 
New Deal benefited all the citizens of this great nation of ours 


STOCKS VERSUS “CASH” _ % 


A psychological factor that greatly influences stock prices 
still confounds many economists, particularly foreign finan. 
ciers—the overwhelming, consistent preference of Ameri- 
cans, rich and poor, for cash rather than stocks, whenever 
faced with the possibilities of economic change. 


A man with a thousand dollars in cash a few years ago | 


finds today that his thousand dollars would buy only a 
little more than half what it would have 10 years previ- 
ously. The same thousand dollars in stocks would have 
risen in value almost 40%. But this fact, that—particularly 
in times of inflation—ownership of material things, as repre- 
sented hy common stocks, is safer than cash with its declin- 
ing purchasing value has not changed the “thinking” of 
most Americans. A recent Federal Reserve Board survey 
showed that people with incomes over $2,000 a year much 
prefer bank deposits, government bonds, and real estate to 
common stock. “Its high returns were .considered only a 
minor factor as compared to... the lack of safety.” 

One result of this feeling that cash in the hand is far 
safer than mortey in stocks, of course, is that common stocks 
now are the least inflated element in our whole economy. 

Reason would certainly suggest that today common stocks 
‘are preferable to cash; they are logically far “safer” than 
cash, as so many market commentators keep pointing out. 
But so long as people don’t think they are, they in fact won't 
be, for a stock is only “worth” what someone else is willing 
to pay for it when an investor wants to sell it. 

—MALcoLM Forses. 









—all of us. All of us ought to be eternally grateful for it.” 


The truth is that the President of the United States, 
Mr. Truman, was the first person asked to make the address 
on that occasion. The White House held out hopes that he 
would accept; but, after embarrassing delay, the answer 
came “No.” The invitation was then extended for a -state- 
ment to be read at the gathering that evening. But no 
statement was received. 

It is charitable to conclude ‘that President Truman didn’t 
know the facts. But it is wholly inexcusable that his 
closest associates, advisors and speech-writers, should have 
permitted him to be guilty of such a faux pas. 

We feel obligated to set the record straight. 


TRUTH PAYS 


The longer I live the more profoundly I become im- 
pressed with the value of being punctiliously truthful. Truth 
pays. Too many individuals, too many business concerns, 
don’t realize this, don’t stick strictly to the truth. Wise old 
Andrew Carnegie said: “If a man deceives me once, it is 
his fault. If he deceives me a second time, it is my fault.” 
People don’t like to have dealings with any man or organi- 


zation they have been given reason to distrust. Honesty, » 


indubitably, is the best policy. 
What is the world’s greatest affliction today? The un- 


| truthful, unscrupulous tactics of Russia. The truth is not 


in the Soviets. Their promises and pledges are worthless. 


Therefore, it is. inconceivable that they will triumph over , 


the United States and other upright, righteous nations. 

As a father, I have avoided trying’to dictate to my sons, 
have always encouraged them to do their own thinking, 
shape their own lives. I have condensed my “preaching” to 
them almost wholly into two words: “Be truthful.” 


‘ 
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“Steps up 
quality..." 


“It speeds production...“ 


“Cuts fuel 
costs..." 


“Controls furnace atmospheres...” 


It’s the remarkable 
CITIES SERVICE 
Industrial Heat Prover 


Look what one quick analysis made by 
the Cities Service Industrial Heat Prover 
will tell you about the performance of 
your industrial furnace or heating opera- 
tion: 


1. How much energy is wasted in use- 
lessly heating excess air? 


2. How much excess oxygen is pres- 
ent? 

3. What percentage of your fuel is con- 
verted into productive energy? 


4. Is the maximum amount of heat ex- 
tracted from waste products? 


FREE —A fact-filled booklet entitled 
“Combustion Control for Industry.” 
Write Cities Service Oil Company, 


Sixty Wall Tower, Room 247, New York 
5, New York. 


The Cities Service Industrial Heat Prover 
answers these questions quickly, accu- 
rately and scientifically. Moreover, the 
instrument has been developed for use on 
industrial furnaces of every design re- 
gardless of the type of fuel used. It is also 
useful in analyzing faulty diesel and gaso- 
lene engine performance. 

Find out now how much efficiency you’ 
are getting from your heating operation. 
Write today for a free demonstration. 
There is no charge, no obligation and no 
commitments made by you for this Cities 
Service Industrial Heat Prover service. 


QUALITY PETROLEUM PRODUCTS 
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O N A L 


Men of Achievement 


DAVID SARNOFF 








Starting his career “‘on the wrong foot,” David Sarnoff capitalized on an 
initial blunder to hoist himself to the top of a vital industry 








by FRANCIS WESTBROOK, JR. 


To say THAT Brigadier General David 
Sarnoff, president and chairman of the 
board of Radio Corp. of America, 
chairman of the board of National 
Broadcasting Co., and recently named 
“Father of American Television,” got 
into the radio business by accident 
seems almost as presumptuous as say- 
ing that the sun rises by 
chance. Yet such is the case, 
and Sarnoff, far from deny- 
ing it, will tell you that once 
in radio he couldn't help 
growing up with it. 

The story is classic. Doubt- 
less it is the foundation fot 
his contention that chance 
frequently plays a big part in 
successful business careers. 
The important thing is that 
Sarnoff not only grasped the 
Opportunity fate threw in his 
way, but improved upon it 
to become America’s leading 
radio man. 

No other man has con- 
tributed more’ to the devel- 


opment of this great modern 
industry. 
The story begins in 1900 


when, a boy of nine, he ar- 
rived in this country via 
Montreal from Russia, a few 
years after his father, a small 
merchant who had traveled 
to Ainerica in search of bet- 
ter opportunity to bring up his large 
family. The father soon died, however, 
and at the age of 10, David, the oldest 
of four sons and one daughter, set out 
to cdntribute to the family purse. Like 
many another poor boy, he found his 
first job peddling newspapers in the 
_ streets of New York. This stirred an 
ambition to become a reporter. Tena- 


é 


cious and energetic once his mind is 
made up, a characteristic that has 
marked all his activities, he at once 
decided to apply for a job on the old 
Herald—but by mistake walked into the 
office of the Commercial Cable Co., 
where he was hired as a $5 a week 
messenger. 

He. never regretted the accident. On 
the contrary, he was immediately fas- 
cinated by telegraph, learned of Mar- 





“Television will eventually become as impor- 
tant—if not more—as radio now is in politics” 


coni’s wireless activities, and spent his 
first savings to buy a second-hand tele- 
graph instrument, on which he learned 
the Morse code in six months. This ac- 
complished, he applied for a job as 
junior operator with the Marconi Wire- 
less Telegraph Co. Instead, he got an- 
other job as a messenger, at a starting 


salary of only $5.50 a week. 


18 


When Marconi visited America, 
young Sarnoff contrived to become his 
personal errand boy, an opportunity he 
used to hound the inventor of wireless 
for every scrap of information he could 
get. In later years they became close 
friends. 

He bought technical books for night 
study and spent his week-ends in 
the Marconi laboratories on Front 
Street in New York, beginning a self- 
education that has never 
ended. During other spare 
hours he frequented the 
wireless shacks of the few 
sea-going ships that then car- 
ried radio equipment. 

His first opportunity as an 
operator came when a va- 
cancy opened at Marconi'’s 
lonely wireless station at 
Siasconset, Nantucket Island. 
One of his chief reasons for 
going there was an excellent 
technical library, which he 
read from beginning to end 
in two years. The library con- 
sumed, he transferred to an- 
other Marconi station at Sea 
Gate, N. Y., at a reduced 
salary, so that he could at- 
tend electrical engineering 
courses at Pratt Institute in 
Brooklyn. 

A year later he went to 
sea on the S. S. Beothic, a 
sealing ship headed for Arec- 
tic waters. One day, while 
in telegraphic communication 
with the operator of Marconi’s station 
at Belle Isle, Labrador, he learned that 
the junior operator at this isolated place 
was seriously sick. Sarnoff called in his 
own ship’s doctor, who, upon receiving 
a wirelessed description of the symp- 
toms, wrote out a prescription that Sar- 
noff radioed to Belle Isle. 

Thus began the Marine Medico Ser- 
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vice that has saved the lives of count- 
less seamen the world over—Sarnoff's 
first unique contribution to wireless 
communications. 

He continued at sea for several years, 
but became a landlubber again just in 
time to play the leading role in one of 
the most dramatic and important events 
in radio’s precipitous rise. As operator 
of the powerful station in John Wana- 
maker's New York store on the night 
of April 14, 1912, he picked up the 
tragic flash: 

“CQD, SOS from MGY (Titanic’s 
call). We've struck an iceberg. Sinking 

He heralded the news to the coun- 
try. Immediately President Taft ordered 
all other radio stations off the air, leav- 
ing Sarnoff in sole charge of communi- 
cations with the scene of the tragedy. 
For 72 hours, without sleep or rest, he 
strained to receive every message that 
came through the air from the Olympic, 
the Carpathia, and other ships engaged 
in rescue work. At his side, during these 
desperate hours, sat many of America’s 
great, including the families of John 
Jacob Astor and Isadore Straus, await- 
ing news of the fate of gelatives aboard 
the Titanic. Not until he could an- 
nounce the name of the last survivor 
did Sarnoff leave his station. 

The sinking of the Titanic, as noth- 
ing else could have done, impressed 
the public with the importance of radio 
communications. From then on radio 
grew rapidly. Sarnoff, right in the mid- 
dle of it, rose with equal rapidity. He 
became successively chief inspector, as- 
sistant traffic manager, commercial man- 
ager of the Marconi Co. 

He continued as commercial mana- 
ger when RCA was organized and ac- 
quired the Marconi Co. Soon he be- 
came general manager of RCA, then 
vice-president, executive vice-president, 
and finally, in 1930, at the age of 39, 
its president. 

In July, 1947, he was elected chair- 
man of the board, in addition to presi- 
dent of RCA. As such he is master of 
a company that does $300,000,000 an- 
nual business, employs more than 40,- 
000 people, controls one of the world’s 
most extensive wireless communica- 
tions systems, and manufactures every- 
thing electronic from ordinary home 
radio sets to radar and loran instru- 
ments. Likewise, RCA owns the Na- 
tional Broadcasting Co., which operates 
six broadcasting stations and has over 
150 independent affiliates. 

When Sarnoff, looking at least 10 
years younger than his 57 years, bright- 
eyed, and as enthusiastic as ever, says 

at all this started by chance and that 
he couldn’t help growing’ up with the 
industry, he gives special meaning to 
his words. 


“The important thing in the success 
of a man's career,” he modestly de- 
clares, “is to find that place where his 
abilities and inclinations are matched. 
Chance may place a person in that posi- 
tion, but if he recognizes his luck, works 
hard, and takes advantage of the op- 
portunities, he can’t help but succeed.” 

A man of unbounded imagination, 
Sarnoff couldn’t have found a happier 
career than communications, which he 
entered just at the time they were revo- 
lutionizing the world. The field is un- 
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Video fans have Sarnoff to thank for big league baseball, 


which he described a plan to develop 
household radio to bring music, lec- 
tures, and other entertainment into the 
home. He said: 

“Should the plan materialize, it 
would seem reasonable to expect sales 
of 1,000,000 radio boxes within three 
years. Roughly estimating the selling 
price at $75 per set, $75,000,000 can 
be-expected.” 

World War I was then raging in Eu- 
rope, so Marconi didn’t take up the 
idea. But when RCA placed home 


a 
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one of television's first and still most popular features 


limited, and Sarnoff has pried into 
every corner ot it. 

He is at once a shrewd business man 
and an idealist. He helped to build ra- 
dio into a great industry and today 
looks forward to television becomi 
another big factor in our industrial and 
social life. 

He has always been concerned with 
the part radio can play in education 
and in enlightening the lives of the 
people. He believes that it can make a 
big contribution to world peace. 

Regarding this world of ours as 
a boundless, inexhaustible laboratory 
_— in space, he is always looking 
ahead for new things—is far more in- 
terested in the future than in past ac- 
complishments. He doesn’t like to have 
his story told in the Horatio Alger pat- 
tern. He much prefers to study the 
future. Many of his prophecies have 
proved uncanny ’ 

Most historic of all: was contained in 
his memorandum of 1916 to the gen- 
eral manager of the Marconi Co., in 
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radio sets on the market, in 1922, it 
sold $83,000,000 in three years. 

In 1924 he made two more predic- 
tions concerning radio that are finding 
almost exact parallels in television to- 


At that time people were divided as 
to whether radio broadcasting should 
be supported by advertisers, or whether 
it should be wired into the home at a 
monthly charge to owners of sets. Sarn- 
off said flatly that radio, to grow into 
big business, must offer its entertain- 
ment free to listeners. The sanie year 
he predicted that radio would be an 
important factor in the Harding-Cox 
presidential campaign, and that there- 
after it would play a big part in poli- 
tics. 

Accurate prophecies! 

Today,with similar problems facing 
television,” his stand is identical. His 
faith in it is unbounded—but he insists 


it must be free to the owners of receiv- ' 


ing sets. He sees television as one of 


the big new industries that will help 
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America through its post-war troubles, 
just as radio did after World War I. 

“Television, as I see it, is a service 
designed not only for the home, but is 
also destined to have great implications 
for the theater, the motion picture stu- 
dio, and the entertainment film, and 
last, but not least, in the manifold 
processes of industrial life,” he proph- 
esies. 

His enthusiasm for television is catch- 
ing. He recently had a set installed in 
the home of Maestro Arturo Toscanini, 
whom he engaged some years ago to 
conduct the NBC Symphony Orchestra. 
Now, reports Sarnoff, “Toscanini tells 
me that he has become an enthusiastic 
fan of prize fights, football, and base- 
ball, which he had never seen before. 
He says he is learning the rules, the 
fine points, and the names of fighters 
and players. When he invites guests to 
dinner, he asks them to come early so 
that he will not miss the fights which 
begin shortly after 8 o'clock.” 

Sarnoff's bringing of Toscanini and 
the NBC Symphony Orchestra to radio 
and the public at large is one of his 
proudest accomplishments. His love for 
good music, of which he has a thorough 
understanding, is his only important 
hobby. He has direct wire connections 
between the NBC rehearsal studios to 
his home and office, so that he can 
listen in seclusion to his famous or- 
chestra. 

Being a radio man, Sarnoff quite nat- 
urally regards it as a powerful force 
for enlightening and uniting the world. 
He is an ardent advocate of the State 
Department's “Voice of America,” has 
been active in supporting it against 
Congressional slashes. He has also sub- 
mitted plans for a vast United Nations 
network of transmitters, coupled with a 
plea that UN “establish the principle 
of Freedom to Listen for all peoples of 
the world,” which he considers as im- 
portant as Freedom of Speech and 
Freedom of the Press. 

His philosophy behind this idea: 

“In America we can listen to any- 
thing we wish. But there are some 
countries where Freedom to Listen is 
restricted. Actually, without Freedom 
to Listen, Freedom of Speech is mean- 
ingless. If everybody could listen free- 
ly, they would have the facts on what 
is going on in the world and thus it 
would be more difficult for some rulers 
and diplomats to act as they do. 

“Universal Freedom to Listen would 
be a step toward Wilson's idea of open 
covenants arrived at.” 

Most people address Sarnoff as “Gen- 
eral,” and he likes the title, which was 
honestly earned by im mili 
ices beginning in the first World 


War, when ‘he helped to equip our 
forces with wireless, He was appointed 








a lieutenant colonel in the Army re- 
serve in 1924, and on completion of 
studies at the War College, Washing- 
ton, D. C., in 1927, was made a f 
colonel. He served actively for a year 
during World War II, first in the office 
of the Chief Signal Officer in Washing- 
ton, later in Europe as special consul- 
tant on communications on General 
Eisenhower's staff at SHAEF. For this 
service he was awarded the Legion of 
Merit and made a Brigadier General. 

A military man, as well as a citizen 
and industrialist of keen vision, Sarnoft 
is deeply concerned over the problems 
of atomic energy, a very close relative 
to the electron on which he has built 
his career. 

“Atomic energy,” he says, “is life or 


oo. 








Another of America’s 50 Foremost 
Business Leaders, elected in a na- 
tionwide poll, David Sarnoff re- 
ceived the following citation from 
Forses Magazine: 


David Sarnoff, President and 
Chairman of the Board, Radio 
Corporation of America. 

Loyal American of foreign 
birth whose career, 
amazing as those magical devices 
of farfus sound and vision 
which he done much to per- 
fect, shows that the paths of high 
achievement lie wide open to 
superlative ability and unremit- 
ting effort. Distinguished in war. 
In peace devoted to the advance- 
ment and well-being of the public. 








death. For the first time we are shak- 
ing hands with the universe. It can be 
used to improve or to destroy civiliza- 
tion. Therefore, it is imperative that 
man think quickly how he can use 
these newborn forces to improve the 
world and to preserve peace.” 

Against the atomic bomb, he con- 
tends, there is no adequate defense. 

“Against other weapons, such as the 
submarine and aerial attack, defenses 
sufficiently potent to permit survival 
have been found. But against the 
atomic bomb there is no defense. Even 
if we could stop 99 out of 100, the 
hundredth bomb could destroy the 
target.” ~ 

While’ believing that the atom’s 
power for good far exceeds its power 
for evil, he considers that the greatest 
danger lies in the apparent lull in pub- 
lic concern. 

When the first bombs were dropped, 
he explains, everybody was worried, so 
there was hope that its sheer horror 
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unable to comprehend its gigantic foros 
and.utterly baffled by the problems #f 
presents, are lulling themselves into 
complacency. 

Asked what can be done about this, 
he comes back to his concept of Free. 
dom to Listen. 

“All the world must understand its 
dangers,” he says. “Only through con- 
stant reiteration of the facts, in all coun. 
tries, can the problems and dangers be 
sufficiently known so that people will 
insist on a solution. The chances are 
that in many places people are scarcely 
aware of the atomic bomb’s existence, 
which could easily account for the at- 
titude of certain governments in block. 
ing progress toward its proper con- 
trol and use for peace instead of war.” 

Except for music and a little time 
Pees to gin rummy when his wife 
insists (he always loses), his entire life 
is wrapped up in the radio business, 
Yet a moment's conversation with him 
reveals that he enjoys life immensely, 
His place of business is the entire 
world. He may one day expand it to 
include the universe. After all, radar 
impulses havegalready traveled to the 
moon and back. 

Of medium height and slightly on 
the stocky side, he is inclined to be 
set in his ways—once his mind is made 
up he wants things done according to 
his plans, which have the uncann 
habit of turning out exceedingly wall 

While proud of his seven honorary 
degrees, decorations, and many testi- 
monials from governments and civic 
and business organizations, he is 
est of all of his record as a top-flight 
radio operator, can still hold his own 
with the best. 

In one of his desk drawers in his 
beautiful office on the 53rd floor of 
the RCA Building in Radio City, New 
York, where he conducts his business 
from behind big cigars that he smokes 
in a short black holder, he keeps a 
silver-plated telegraph key mounted on 
an instrument that enables him to pipe 
in any of the radio stations and studios 
under his control. Nearby, mounted in 
a glass case, stands the old wireless 
key he operated during those 72 hectic 
hours of the Titanic tragedy. 

Sarnoff’s admiration for the country 
of his adoption is sincere and deep- 
seated. The following words, spoken in 
1937, reveal the depth of his feeling, as 


~‘strong today as it was then: 


of nine, unknown and unable to s 

the language of my new home. Eight 
years later, in 1908, I made a retum 
trip across the Atlantic Ocean. On my 


“I came to America in 1900 as a 


first voyage I traveled as a passenger } 


in the steerage. On the first return voy- 


age, I, sailed as the wireless operator 


would lead to peace. But now, pec ua 
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te _ ceived this unique dividend. 





ait the steamship New York, bound for 
rw er England. 


“I had a first-class cabin, and dined 
with the ship’s officers. I know of no 


country in the world other than our 


own where circumstances would enable 
a boy to cross the Atlantic under such 
widely different conditions within the 
short space of eight years. 

“Some years later, in 1929, I made 
a trip across the Atlantic which again 
was different. This time I sailed from 
New York with Mr. Owen D. Young, 
Mr. J. P. Morgan, Mr. Thomas W. 
Lamont and others attached to the 
American Delegation, bound for the 
Reparations Conference in Paris, which 
lasted five months and resulted in the 
adoption of the Young Plan, in which I 
was privileged to play a part. 

“As I sat with these Jistinguished 
gentlemen, and discussed with them 
the world’s problems, helping to formu- 
late a plan for a settlement of the vexa- 
tious reparations problems arising out 
of the World War, there flashed across 
my mind again the picture of my first 
trans-Atlantic crossing as a steerage pas- 
senger and my first experiences on land- 
ing in America. Only 29 years had in- 
tervened between these two contrasting 
pictures.” 

Perhaps stemming from his old am- 
bition to become a newspaper reporter, 
Sarnoff is a prolific producer of 
speeches, ills booklets, on eve 
conceivable subject connected with 
electronics. It is idle to speculate how 
his life would have read had he gone 
into the right office that day he went 
down to the Herald office in search of a 
job as a reporter. The one thing cer- 
tain is that radio might have lost one 
of its greatest upbuilders. 


Stockholder Relations—Plus 


Like ALL shareholders, owners of stock 
in National Enameling and Stamping 
Co., Milwaukee, Wis., welcome the 
periodic arrival of the window envelope 
containing their dividend checks. But 
stockholders were agreeably surprised 
recently when the parcel post man 
walked arm-in-arm with the mailman 
on his Summer dividend disbursement. 
His mission: delivery of a special re- 
ward in the form of a shiny 1%-quart 
Nesco stainless steel double boiler. 

An attractive brochure, aptly entitled 
“It's a Gift,” told shareholders that 
Nesco had chosen this method to ac- 
quaint them with their company’s lat- 
est achievement in the manufacture of 
quality housewares. 

Successful stockholder relations? Nes- 
co Officials definitely say yes, as they 
view the hundreds of “thank you” let- 
ters written by shareholders who re- 
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Oil Firms Score Bullseye 


in Goodwill Techniques 








This is another in a series of articles factually reporting how 
corporations, unions, utilities, service industries, etc., actually 
meet the inquiries and real or imagined injuries of a mere 
member of the “public.” These reports show public relations 
as practiced, not preached. In every case the reporter has 
represented himself as an ordinary citizen with a typical 
question—or “gripe.” The treatment he receives factually rep- 
resents “relations with the public” as practiced by those 
concerned. 








To say THAT Most oil company public relations attitudes merit a “good” rating 


. 


qualifies as the understatement of the week. They’re tops. And when it comes 
to answering scarcity-conscious householders as to whether or not current 
petroleum stocks warrant installing new oil burners, their zeal even makes 
it difficult to keep them at arm’s length. Salesmen flock to your house, rush 
to the basement, and get all tangled up in the laundry before your wife can 
catch up to explain sheepishly that Forses just wanted to test their company’s 
“relations with the public.” 

This all came about when a Forses reporter wrote three letters (on plain 
stationery) to each of seven leading oil firms—American, Esso, Gulf, Shell, Sin- 
clair, Socony-Vacuum, and Sun—trying to find out how public relations mat- 
ters are handled at different company levels. The results show that oil com- 
panies are hot competitors for the public’s goodwill and business, though some- 
times it’s a question as to which is uppermost. 

Letters were addressed to presidents, sales managers, and to the company 
in general. The presidents were asked why, with their high-powered statistical 
set-ups, they were unable to predict accurately whether or not there'd be an 
oil shortage this Winter. It was pointed out that despite general predictions 
of gasoline shortages this Summer, they failed to materialize. The letter ended 
with the specific question: “What about this Winter? Am I going to be able 
to heat my house?” 

Another query, addressed to sales managers, asked advice about buying an 
oil burner: “Will there be enough oil this Winter, or should I wait until next 
year?” The third letter, to the company in general, stated that on a recent 
motor trip through New England the writer found many of its service station 
rest rdoms to be not as clean as advertised. A different name and address was 
signed to each letter. 

The response was overwhelming. In addition to the written replies, in eight 
cases salesmen or other representatives called in person to give advice—or 
take oil burner orders. 

American Oil President D. L. Smith, in a two-page letter, conscientiously 
explained why there was a shortage last Winter (17% colder than 1947), why 
a gasoline shortage was predicted (building up fuel stocks), and. why it 
seemed to him that “the oil industry is in better position to meet the coming 
Winter demand for heating oils than was the situation at the same time last 
year.” However, because of the unpredictableness of the weather, strikes, busi- 
ness activity, etc., he qualified his optimism by remarking that he could give 
no assurance that a shortage of heating oils would not develop in the 1948-49 
heating season. 

In answering the query about oil burners, Amoco’s sales representative hesi- 
tated to give definite advice, referred the letter to the company’s local dis- 
tributor, whose reply boiled down to: “If you desire to install an oil burner we 
feel that we can take care of your requirements,” (CONTINUED ON PAGE 40) 
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The Case for Profit Sharing 








Despite some failures, share-the-profit plans are chalking up an excellent 
record in terms of increased output, improved morale, fewer strikes 








by CHARLES FURCOLOWE 


WHILE MANY INDUSTRIALISTS contem- 
plate with rueful bewilderment the 
lowered morale and productivity in 
their plants, a 37-year-old Ohio pro- 
fessor of philosophy is busy promoting 
a much-ignored economic doctrine 
which many business men now be- 
lieve to be the only real solution to 
labor-management strife. The professor 
is Robert S. Hartman, of Ohio State 
University, Columbus, Ohio. The doc- 
trine is simply the much-talked-of, 
much-misunderstood system of profit 
sharing. 

Hartman, a German-born exile, is 
the founder of the recently formed 
Council. of Profit Sharing Industries. 
Organized to promote and disseminate 
information regarding profit sharing, 
the Council already boasts several top 

"executive names in its 102-company 
membership, is currently spreading the 
gospel of profit sharing as a practical 
program to recognize in fact what is 
often acknowledged in theory: that 
management and workers are essenti- 
ally partners. 

There are those who still deny the 
worker’s right to share in profits, in- 
sisting that this is solely a prerogative 
of the owners. The answer of Hart- 
man and his cohorts is: Such an at- 
titude is simply a reversion to the 
Marxist and Fascist idea that capital 
and labor are natural enemies. If busi- 
mess is run to make a profit, and if 


labor is hired to help make that profit, — 


then refusing to apply the word part- 
nership to such an operation is much 
in the nature of a semantic quibble. 

But what about losses? If workers 
are to share in the profits, why shouldn’t 
they also be compelled to share the 
burden of losses? The profit sharers 
make a two-fold reply: First, the stock- 
holder should bear the brunt of any 
losses, since it is his willingness to risk 
a loss that induces him to invest his 


‘ 


money in return for potential dividends 
—this risk is his particular contribution. 
The worker, on the other hand, con- 
tributes his labor, for which he must 
be compensated, regardless of the en- 
terprise’s losses. Second, the worker 
does share in losses—through reduced 
pay, restricted opportunities, even loss 
of his job. 

Another question often raised is: 


How will profit sharirig affect the 
amount of a company’s profits? Does 
it tend to reduce production? The ‘fact 
is, as the Council’s manual on profit 
sharing points out, that the sharing of 
profits makes profits: A 40% increase in 
productivity—a figure. not uncommon 
for successful profit sharing industries— 
brings a 66-80% increase in profits. 
(CONTINUED ON PAGE 41) 








BASIC PROFIT SHARING AND RELATED PROGRAMS 
Direct Profit Sharing Plans 


1. Cash Plans. A certain percentage of the company’s income is added 
to the regular wages and distributed periodically according to vari- 


ous keys. 


2. Wage Dividends. The percentage of profit sharing is determined by 
the dividend paid the stockholders. 


3. Stock Ownership. The worker is made stockholder. 


4. Trust Plans. A certain percentage of the company’s income is ac- 
cumulated in a trust fund, with or without employee contributions. 


Indirect Profit Sharing Plans 


5. Pension Plans. Retirement annuities are provided by the company, 
with or without employee contributions. 


6. Annual Wage Plans. The workers are put on a salary. 


7. Production Sharing Plans. The workers are guaranteed a certain share 


of the sales dollar. 


8. Cost Savings Sharing Plans. The extra earnings are in direct propor- 
tion to savings on production costs. e 


9. Associative Plans. Profit sharing features are transferred to an in- 


dependent Association. 


10. Co-operative: Plans. The worker is made co-owner and co-manager. 


- Related Progranis 


11. Multiple Management Plans. The personal development of the in- 
dividual and his potential participation in management is recognized 
in a democratic process of education through Junior, Plant, Executive 
and other boards to the Board of Directors. 


12. Employee Benefits. These consist of Group Life Insurance, Retirement 
Annuities, Disability Benefits, Accident Benefits, Sickness Benefits, 
Educational Opportunities, Paid Vacations, Credit Union. 
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T’S a big moment in a man’s busi- 

ness life when he places on his 
office wall this certificate of mem- 
bership in the New York Stock 
Exchange. 


Here, for all to see, is a coveted 
symbol of business distinction. Here 
is evidence that, together with other 
Members and partners of Member 
Firms—some 3750 in all—he has 
fully and freely accepted a code of 
self-regulation unsurpassed for 
strictness. 

For the rules by which Members 
and Member Firms of the New 
York Stock Exchange agree to con- 
duct their professional relatiénships 
with clients cover, among other 








For all to see 


things, the amount of capital to 
be maintained . . . disclosure to 
customers of the Firm’s financial 
condition ... plus specific require- 
ments for handling customers’ orders 
and securities. 


In the words of the certificate itself, 
these rules of the Exchange “have 
been formulated for the purpose of 
maintaining high standards of honor 
among its Members and for promot- 
ing and inculcating just and equi- 
table principles of trade.” 


A certificate of membership in the 
New York Stock Exchange is not 
easy to get. Nor is it lightly given, 
for no man can qualify for member- 
ship without first fully satisfying 
























the Exchange as to his professional 
competence and his business and 
personal integrity. 

To the investor seeking high stand- 
ards of business conduct and. pro- 
fessional service, these facts, we be- 
lieve, are most significant. They in- 
dicate the positive advantages of 
doing your investment business with 
a Member Firm of the Exchange. 





TWO RULES FOR INVESTORS ... 


1. Know your securities 


2. Know your broker 


For years the New York Stock Exchange 
has urged investors to get the facts. This 
means—know your securities! It also 
means—know your broker! 











@ New York Stock EXCHANGE 
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Does Your Bulletin Board 
Need a “New Look’? 








How to get the most out of what’s still probably “‘the most inexpensively 
effective tool in the whole field of employee communications”’ 








by LAWRENCE STESSIN 


THE LOWLY BULLETIN board—long-time 
dust collector, haven for rusty thumb 
tacks, musty hawker of the trite and 
trivial, is finally having its face lifted. 
A Forses survey of more than 500 la- 
bor relations and personnel people re- 
yeals that over 60% of the companies 
are now dressing their boards with a 
“new look.” The reason: a somewhat 
sudden awakening on the part of man- 
agement that despite all the fancy fluff 

news-letters, house organs, in-plant 
broadcasting systems, etc., the bulletin 
board, in many respects, is still the 
most inexpensively effective tool in the 
whole field of employee communica- 
tions. 

The Borden Co., for example, is tack- 
ling the “clean-up-the-bulletin-board” 
campaign with its sleeves rolled up. 
Daily news flashes on company activ- 
ities are rushed to various plants for 
quick and ready posting. A complete 
BB photo service—dramatic action shots 
of employee activities—is available to 
each branch manager. The company 
has even prepared a frothy pamphlet, 
“The Care and Feeding of Bulletin 
Boards,” as an initial training kit for 
supervisors. It’s chock-full of tech- 
niques for keeping workers in touch 
with the company via display boards. 
_ Your bulletin board, whether it be in 
the office or the plant, should be a 
strictly home-grown product. Items cov- 
ered should have a direct appeal to the 
reader. Obvious as this may sound, this 
reporter has run into bulletin boards 
by the hundreds which have become 
a repository for posters, messages, pic- 
tures, etc., which have ‘little or no re- 
lation to the workers’ activities or im- 
mediate interest. 





Another common fault is that in 
many companies the board is used pri- 
marily as a harbinger of bad news. One 
instance: In a recently visited midwest 
factory, the board—hanging woefully 
on one nail over the time clock—had 
four notices tacked up. One message 
told of a plant shutdown for three days. 
Another had a stern warning from top 
management that production was down. 
The third contained an item about a 
union assessment. And the fourth was 
equally gloomy. This board was read 
all right, but it didn’t help morale. 

The trite old adage about variety be- 
ing the spice of life is a good editorial 
policy to follow on bulletin boards. 
But there are a host of other things to 
remember if you want to make this 
medium of employer-employee cama- 
raderie hit on all cylinders. Robert 
Newcomb and Marg Sammons, a hus- 
band-and-wife team who have helped 














You see, J. W.P Nobod 
even looks at it any more!” 
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scores of companies to revamp their 
employee communications set-ups, have 
plenty of good advice on the subject. 
Here's a glance into the Newcomb- 
Sammons’ formula: 

1. Put-your bulletin boards in places 
where they can be seen and read con- 
veniently, without making it necessary 
for an employee to step over or under a 
pile of equipment. They should be near 
but not in congested areas. But the 
board that’s in an isolated spot, away 
from employee traffic, is practically 
worthless. According to Newcomb and 
Sammons, too many bulletin boards are 
close to or above time clocks. No good. 
Traffic is too fast and the site doesn't 
lend itself to leisurely reading. If, how- 
ever, your clocks are in a wide lane, 
it might be practical to place them on 
the walls opposite. * 

Another disadvantage of the time- 
clock area is that folks are usually on 
the run—either entering in a hurry or 
going home at a similarly fast clip. One | 
of the best spots, according to this duo 
of experts, is the rest room. To the cau- 
tious executive who says that employ- 
ees shouldn’t be encouraged to loiter 
in rest rooms, the practical answer is 
that they do anyway, so why not make 
their loitering worthwhile with good 
reading. And keep this tip in mind: 
Your board should be at eye level. If 
it’s too high or.too low, much of its 
messages will be missed. 

2. Physical appearance of bulletin 
boards is most important. First of all, 
they should be covered with glass. Sec- 
ond, they should be kept free from 
dust, excess thumb tacks and curling 
papers. And be sure to check the light- 
ing; 70% of the boards viewed by this 
writer have glaring or undersize bulbs. 

8. Don’t Clutter up the board with 

(CONTINUED ON PAGE 40) 
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The War 
Proved that 
HOOSIERS 





@ The managers of Indiana war plants said 
itcouldn’t be done. You couldn’t get people 
to handle fine and complicated work with- 
out long, intensive training. They were 
amazed to find how readily Hoosiers 
adapted themselves to intricate opera- 
tions, how quickly things began coming 
into large-scale production—made with 
precision and skill, at times with toler- 
ances of one ten-thousandth of an inch. 

What was true then is true now. You 
will find in Indiana a large supply of in- 
telligent, capable labor. The same people 
who did such sterling work on bomb- 
sights, electronic devices and other exact- 
ing products are available to you. Locate 
where you find a superior class of help 
with a high educational average and me- 
chanical ability—Indiana! 


INDIANA... YOUR LOGICAL 
INDUSTRIAL LOCATION 


* ILLUSTRATED BOOK- 
LET giving every fact 
ond figure you'll want, 
sent promptly and with- 
out obligation. 







INDIANA DEPT. OF COMMERCE AND 


PUBLIC RELATIONS .... DEPT. F-40 
STATE HOUSE « INDIANAPOLIS, INDIANA 


oe Se AW ££ 8 6S 


-: ae se e ee eee 5 
, ak i a So «4s 
~ 


T REN D sf*™ 


Scattered Gains Help 
Fourth Quarter Business 
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These maps depict business conditions in 87 economic areas, selected on 
the basis of economic unity; each representing a region in which condi- 
tions are dependent on the same basic key factors. Separate indexes are 


calculated for the separate areas. 











AFTER LOAFING ALONG with no signifi- 
cant change up or down for over a 
month, business in a few scattered sec- 
tions of the country has perked up a 
bit. Milling centers in the West have 
felt the stimulating effects of late har- 
vesting and grain processing, but any 
general business spurts which might 
have been caused by the year’s bump- 
er crops have been effectively mired 
down by the terrific decline—some 20% 
—in farm prices since June. 

In the East, several sections show 
improvement over a month ago, but ac- 
tually business men there are just lick- 
ing their wounds. In general, New 
England business has been very slow 
for the past few months, and moderate 
improvement this Fall is only to be ex- 


pected. The very healthy pick-up in re- 
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CONTINUED IMPROVEMENT FOR 2 OR MORE 
CONSECUTIVE PERIODS (1 MONTH OR LONGER). 


CONTINUED DECLINE FOR 2 OR MORE CON. 
SECUTIVE PERIODS (1 MONTH OR LONGER). 


NO SIGNIFICANT CHANGE FROM IMMEDIATELY 
PERIODS 
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tail sales in Albany, N. Y., and Wil- 
mington, Del., spurred by ladies’ apparel 
sales, has made these two cities the 
most active in the country, but for the 
most part the menfolk have the feeling 
that prices of shoes and clothes are 
bound to come down before long—raw 
material costs have already declined 
—and are stalling off the day when 
they must refurbish their wardrobes. 
To a certain extent this has contributed 
to slipping business activity in the 
Middle Atlantic group of states. 

In the South, money and workers 
tied up in harvesting the bumper cot- 
ton crop have been providing siesta 
hours for southern business in the band 
of states from Virginia to the Gulf 
Coast. 

The overall picture shows somewhat 
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ed business over that reported 


- two weeks ago, with seven advancing 


areas as against only one on November 
1, and 14 declining areas compared 
with 17 two weeks ago. Business in all 
the large sections of the country is as 
good or better than last year at this 
time, and business men are cautiously 
optimistic that further advances are in 
the offing. 

Areas showing the greatest gain now 
are those which lagged after the end 
of the war. Western cities, which saw 
tremendous post-war growth, are now 
for thé most part merely holding onto 
their gains. 








AREA INDEXES. 


(Percent Gain over last year) 
10/15/48 11/1/48 11/15/48 
New England. 3% —l1% 2% 
Middle Atlan- 


RY As g 8 7 
Midwest 5 5 6 
OO SP 9 8 6 
South Central. 6 7 6 
North Central. 4 0 0 
Mountain 1 6 3 
NS ae 2 4 0 


The areas listed above are made 
up of the following groups of states: 

New ENGLAND: Maine, New 
Hampshire, Vermont, Massachusetts, 
Connecticut, Rhode Island. 

Mmpie AtTLantic: New York, 
Pennsylvania, New Jersey, Mary- 
land, Delaware. 

Mivwest: Michigan, Indiana, 
Ohio, Kentucky, West Virginia. 

Soutu: Virginia, North and South 


Carolina, Georgia, Florida, Ten- 
nessee, Mississippi, Alabama. 
Sourn CENTRAL: Kansas, Mis- 


souri, Oklahoma, Arkansas, Texas, 
Louisiana. 

Norra CeEnTRAL: North and 
South Dakota, Nebraska, Minnesota, 
Iowa, Wisconsin, Illinois. 

Mountain: Idaho, Montana, Wy- 
oming, Utah, Colorado, New Mexico. 

Paciric: Washington, Oregon, 
California, Nevada, Arizona. 








Ten Best Cities 
(Percent Gain over November '5, 1947) 


"Sy See ee 17% 
Wilmington, Del. ......... 17 
Houston, Texas® .......... 16 
pO ag Pr Te 14 
DE Mes cus avcccns 13 
ere 12 
Ss Ae 12 
a 1l 
| a ee 11 
El Paso, Texas® .......... 10 


* Also listed November 1. 
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5 a ta SAVE WHE tu YOu plant 


- Use these Co - Opuertised products : 





RUST-OLEUM—Stops rust! 


Applied directly to any rusting surface. Seals 
metal with tough, lasting coat that protects against 
damp, fumes, heat, weather, etc. Quick-covering. 
No sandblasting or chemical cleaning of surface. 
Just wire brush to remove scale—then apply! 
Saves days of labor, adds years of life. Made by 
Rust-Oleum Corp. 





APECO Speedliner DUPLICATOR—>prints 
4 colors at once—60 copies per minute! 


Speed your copying jobs with this low- 
cost, easy-to-operate duplicator. Clear, 
bright copies less than %¢ each. Print 
up to 4 colors in one fast smooth opera- 
tion. Type or draw—up to 8%xl4”"— 
on master sheet. Fully equipped, only 
$74.50, plus tax. Made by American 
Photocopy Equipment Co. 








Hansen TACKER—for rapid-fire fastening! 


Drives tack-pointed staples as fast as you can grip. 
Compact and easily carried. Gives powerful trip- 
hammer action—yet operates with only one hand. 
Holds 84 to 140 staples per loading. Made in 36 
models with 80 staple sizes, to do almost any of 
your fastening jobs quicker and better. Made by 
A, L. Hansen Mfg. Co. ; 





Metal Crafters PENETRATING OlL—Frees 
rusted parts! 


This special oil enters the tightest crevices and 

* dissolves rust and gum. Frozen nuts, bolts, bear- 
ings, etc., are freed. Saves you time in dismantling 
parts, and salvages valuable equipment. Lubri- 
cates and cleans as it loosens. Available in various 
sizes. One trial proves its worth. Made by Metal 
Crafters. 





Quick Action CATALOG HOLDER 
Makes loose leaf data quickly 
accessible! 


All your loose leaf data sheets are under 
your thumb and classified. Every sheet 
fully legible. Holds up to 8 1-inch sec- 
tions. Single pages or whole sections 
instantly removed or interchanged. Size 
10%x12%x5%”". Pays for self in time 
and effort saved. Made by Geneva Manu- 
facturing Company. 








CO-OPVERTISING, 121 W. Wacker Drive, Chicago 1, Ill. 
Please have manufacturers listed send complete 
details about the products as checked below: 
( ) Rust-Oleum Rust Preventive 
( ) Apeco Speediiner Duplicator 
( ) Hansen One-Hand Tacker 


CHECK 
THIS 
COUPON! 


Get Complete 
Details 


TODAY/ 


( ) Metal Crafters Penetrating Oil 
( ) Quick Action Catalog Holder 


Cop GME ZOME. cnc cc cccccccvesccccesccceses Le 
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NO OTHER LIKE IT! 


You'll be amazed by the soothing, 
relaxing effect on the body, arms, 
gums, scalp, legs, and feet of an 
OSTER STIM-U-LAX Junior mas- 
sage. Only an OSTER can deliver 
controllable, rotating- patting 
movements of Swedish-type mas- 
sage, mildly soothing or dee 


penetrating. Only an OSTER 
patented howe & 


«+. use an OSTER daily. 





Racine, Wisconsin 
Please send free Massage Manval 


Pe eeeen ees 
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STIM-U-LAX JUNIOR 


he World» Pea samen 


d Motor Action 
that produces this result. That’s 
why thousands prefer an OSTER 


FREE Massage Manvel. 


John Oster Mfg. Co., Dept. 





FLORIDA 






St. Petersburg, Florida’s fastest growing 
city, offers interesting opportunities and 
advantages to many types of light in- 
dustry. Resident population 100,000. 
Winter visitors 250,000. Market within 
75 mile radius, 750,000. Mild year-round 
climate. Unexcelled living conditions. 
Contented labor. For book and special 


information address: 


George B. Dunn, Industrial Director 
Chamber of Commerce 


ST.PETERSBURG (aia 


THE SUNSHINE 





booklet abour ; 
ST.PETERSBURG 


N E W 


TRAILER STORE 


Borrowing an idea from the old-time 
horse-drawn peddler, one aggressive 
merchant put wheels under an. entire 
department of his store. A basic trailer 
shell was transformed into a mobile 
store-on-wheels and stocked with hard- 
to-sell boots, saddles and other eques- 
trian gear. Visiting horse shows, fairs 
and other “horsey” events, the unit sold 
more saddlery on the road than the 
parent store did over city sales coun- 
ters. Idea is now being successfully ap- 
plied to other store departments. 

(Mandel Brothers, 1 No. State St., 
Chicago 2, Ill.) 


OFFICE VALET 


Modern wardrobe rack is the Office 
Valet-Lockerette, a 9-foot locker pro- 
viding 18 spaced coat hangers, indi- 
vidually ventilated hat shelves, 12 x 12 
x 15” lock boxes, an off-the-floor shelf 
for boots and rubbers. Strongly built 
of heavy gauge steel, these neat, 
sanitary units go far toward eliminating 
locker-room “evils.” 

(Vogel-Peterson Co., 624 So. Michi- 
gan Ave., Chicago 5, Ill.) 


WAGE COMPUTER 


Designed especially for irregular 
hour and overtime problems of the 
small and medium-size business, the 
Hourmaster, a slide type computer, 
eliminates most frequent sources of er- 
rors in payroll work. It’s graduated in 
five minute steps, and has a 24-hour 


...1n Merchandising, Office 


Equipment, Transportation 


D E A 


capacity. Hours and minutes of work- 
ing time are automatically converted 
to decimal figures that can be readily 
added and multiplied. To use it, sim- 
ply match start and finish times with 
the automatic time-out scale and copy 
the net working time. 

(The Hourmaster, P.O. Box 533, 
Westfield, N. J.) 


DOOR-TO-DOOR SERVICE 


Ideal vehicle for frequent-stop de- 
liveries is the Route-Van shown below, 
which features fluid drive for the first 
time in volume production of trucks. 
Its unique chassis design lowers the 





floor approximately 10 inches below 
similar vehicles, and its 76-inch height 
enables drivers and helpers to walk 
from front to rear without stooping. 
Controls are easily reached and op- 
erated. Other “firsts”: an electro-hy- 
draulic brake holder; two rear axles, 
the driving axle operating separately 
from the load-supporting axle; a dif- 
ferential assembly mounted on _ the 





INCREASE YOUR PROFITS 


NEW, simple automatic Market Trend & Yield 
Calculator helps you quickly select the best buys 
on sudden market movements or for secure long 
term income. 

AUTOMATICALLY computes % increase or de- 
crease in the market price of any stock as com- 
pared to the market averages. Also computes % 
yield and price earnings ratios. Now you can 
quickly compare the performance of securities 
and select the best! 

CONVENIENT — Just turn the big 7” plastic 
coated dials —read the @nswers at a glance — 
real fun to use. Simple operating instructions 
printed on each dial. 


SPECIAL OFFER 

This amazing new profit builder is available for 
a short time only at % the regular $15.00 price. 
Send this ad, name and address and $7.50 today 


for prompt prepaid delivery. Satisfaction guar- 
anteed. 








AIR FLOW CALCULATOR, INC. 
1217 EWING STREET FORT WAYNE 2, INDIANA 
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BUSINESS OPPORTUNITY! 


WE ARE PREPARED TO SHARE A 
PERCENTAGE OF PROFITS— 
INCLUDING SOME CASH OUTLAY 


to any alert person or organization willing 
to invest in the national promotion of our 
new product. 


Local sales began this spring, repeat sales 
have doubled every week. 
For complete information contact 
Frank Kouril, Jr. . 
FRANK’S MARKET GARDEN 
Est. 1919 
1398 Allen St., Springfield, Mass. 











Forbes — 


- 








— are oa 


—- mn ween ot. [Ue oe 





rk- 
ted 
lily 
im- 
vith 
py 


ur 


les § 


a 












chassis frame. It’s available in two dif- 


ferent series of chassis and three body 


sizes. 
(Dodge Division, Chrysler Corp., 
Detroit 31, Mich.) 


NOVEL NOTE-TAKER 


Notes and reminders can’t be lost or 
forgotten with a writing pad made of 
Vinylite plastic sheet. Jottings can be 
quickly recorded with pen or pencil, 
remain until erased by wiping with 
special remover fluid. In addition, the 
board, which comes in a range of sizes, 
can be used for preliminary sketches 
and layouts, conference and telephone 
pads and similar uses. 

(Ruhl Development Co., 241 16th 
St., Toledo, Ohio.) 


“DOUBLE TAKE” 


Innovation in microfilming  tech- 
nique is the mirror reflex system incor- 
porated in this model. The machine 
makes it possible to photograph both 
front and back of a document simul- 





taneously, places the two images side 
by side on 16mm. film. For single docu- 
ment recordings, one half of the film 
width can be used. Documents up to 
11 inches in width can be shot, in any 
length. Added feature: an easily ad- 
justed color rheostat that makes pos- 


sible the filming of colored documents. 
(Bell ¢¢ Howell Co., 7100 McCor- 
mick Rd., Chicago, Ill.) 


LIFE-SAVING ENGINE 


Thousands of miles are added to the 
life of the average passenger car engine 
by means of an unusual motor oil. De- 
veloped as a result of the discovery 
that acid action arising from low op- 
erating temperatures, rather than fric- 
tion, causes most engine wear, it con- 
sists of a high-grade lubricating oil base 
stock, plus an additive. The product re- 
duces wear and maintains cleanliness in 
passenger car and Diesel engines. 

(Shell Oil Co., 50 W. 50th St., New 
York 20, N. Y.) 
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The new scientifically designed key-tops... pleasing 
to the touch and so easy on the finger tips... 
make your typing a delightful, new experience 


Get the “feel” of an Underwood All 
Electric keyboard . . . with Finger- 
Form keys . . . and then you know 
real typing pleasure. 

You simply “play” the keys, lightly 
... electricity does the work. 

Imagine! Electric Keyboard. Elec- 
tric Back Spacer. Electric Shift Key. 
Electric Shift Lock. Electric Tabu- 
lator. Dual Carriage Controls for 
the return of the carriage located at 
the left and right sides of the key- 
board speed your typing through a 
balanced hand action. The carriage 
returns by lightly touching either bar 
and sets itself ready for the next line. 





unpenwooD ~A/ L/C7VC~ TYPEW 


Speed and accuracy come easy— 
when your NEW UNDERWOOD ALL 
ELECTRIC does the fatiguing work! 

You'll find every day’s work is 
just a breeze. And you simply can’t 
help writing your boss’ letters be#- 
ter! Ask your local Underwood rep- 
resentative for an All Electric 
demonstration. © 1948 


Underwood Corporation 


Typewriters . . . Adding Machines .. . 
Accounting Machines .. . 

Carbon Paper . . . Ribbons and other Supplies 
One Park Avenue New York 16, N. Y. 
Underwood Limited, 135 Victoria St., 
Toronto 1, Canada 
Sales and Service Everywhere 
UNDERWOOD .. . Typewriter Leader 
of the World 
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FREE with Your Trial Subscription—A Special Report on 


“11 LOW-PRICED ‘HIGH LEVERAGE’ STOCKS THAT MOVE 
> TO 10 TIMES FASTER THAN MARKET AVERAGES" 


" IS an established, though astounding, fact that one dollar can do the work of five or even ten dollars when invested 
in the right stock at the right time. 


The Investment Staff of the Investors Advisory Institute, a subsidiary of 31-year-old B. C. Forbes & Sons Publishing 
Co., Inc., has just prepared a special report analyzing the records of a little-known group of stocks that outgained the 


Dow-Jones Averages by 5 to 10 times in the 1942-1946 rise. 1,000 shares of one of the stocks in this study could have 
been purchased for little more than $60 at its 1942 low. Four years later the shares could have been sold for $7,125. 


But the most unusual feature of these stocks is that they have 
advanced 5 to 10 times faster than the Dow-Jones Averages 
this year! Right now these stocks range in price from 17% to 
10%. Five paid dividends last year. 


Our study reveals that the unique capital structure behind these stocks tends to 
make-them move much faster than the rest of the market, skyrocketing in a bull 
cycle but declining precipitously in a bear market. 


Now Under Continuous Supervision 

Because there is a certain speculative risk in these stocks, you will greatly value 
. the fact that the Investors Advisory Institute has put these eleven “leverage” stocks 
under "Continuous Supervision." 

That means that you will be regularly posted each week on the price movements 
of these stocks, on any important changes affecting their fortunes. You will also be 
advised when to take profits. This is the first time to our knowledge that any 
advisory organization has offered the valuable safeguard of “Continuous 
Supervision" to low-priced leverage stocks like these. 


Try This Diversified Investment Service 


In addition to the study of “I! Low Priced Leverage Stocks Under Continuous 
Supervision,” Investors Advisory Institute has three other programs of Supervised 
Recommendations, including one for Stability and Income. Truly a most diversified 
Service. It fits the needs of those who must be conservative because of personal 
circumstances as well as investors who can buy “businessmen risk" stocks for possible 
large gains. 

Here, at last, is the kind of service investors have always wanted but 
could not secure at a moderate fee until now! What low-priced stocks to 
buy — when to buy — continuous supervision — when to take profits — what 
to switch into. 

Besides “Continuous Supervision"—the weekly Service of the Investors Advisory 
Institute brings you the 14 Service Features listed at right— plus Special Reports 
on Situations of Far-Reaching Significance to Investors. 

This Investment Service is tailor-made for the business or professional man with 
limited investment funds and limited time for necessary research, record keeping 
and continuous supervision of his stock selections essential to these swift-moving 


es. 

The FORBES Investors Advisory Institute's Weekly Service goes to press after the 
market closes each Friday. Mailed first class or air mail (if you choose), it reaches 
you Monday morning. 

No other investment service has ever included so many money-making helpful 
weekly features . . . made possible by a background of 31 years of business and 
financial publishing. And you can have this complete investment counsel Service, 
including our "Continuous Supervised Low-Priced Recommendations,” at the very 
low fee of $45 for an entire year of Weekly 8-page Bulletins, $25 for 6 months, or 
$15 for 3 months’ trial. Fill in and mail convenient order form below . . . so you may 
get by return mail our Special and Exclusive Study of “!! Low-Priced Leverage Stocks 
That Move 5 to 10 Times Faster Than the Rest of the Market — Now Under Con- 


tinuous Supervision.” 


INVESTORS ADVISORY INSTITUTE, INC. 


Subsidiary of B. C. Forbes & Sons Publishing Co., Inc. 
120 FIFTH AVENUE NEW YORK 11, N. Y. 


a valued customer of our parent organization — Forbes 
Publishing — we'll gladly bill you. 


Simply fill in and mail coupon TODAY. Test for yourself 
the Investment Advisory Service that has done so well for 
subscribers that it is already one of America's fastest-growing 
Investment Services. You will promptly receive our Study, “I! 
Low-Priced Leverage Stocks That Move 5 to 10 Times Faster 
Than the Rest of the Market” FREE with your subscription to 
our weekly 8-page bulletin Service. NAME 


Fill in Coupon—Mail Today! 


N: NEED to send any money now unless you prefer. As 











Investors Advisory Institute 


Combines 14 Service 
Features You Need 


1. Consensus of 60 Leading Experts on the 
near-term and long-term market outlook. 


2. Clear-Cut Analyses of the reasons behind 
their predictions. 


3. Our Own Market Forecast, telling you in 
unhedged language what to do and why. 


4. Present Investment Policy . . . what per- 
centage of your funds to keep in cash... in 
bonds . . . in stocks. 


5. Three"Supervised" Investment Programs 
—for appreciation . . . for income . . . for sta- 
bility — plus weekly program changes. 


6. “Stock of the Week" — detailed analysis 
and appraisal of the stock in the week's lime- 
light. 

7. “Industry of the Week"—complete study 
of the industry making top news . . . carefully 
analyzed and appraised. 


8. Model Portfolios . . . how market experts 


set up a typical program for various types of 
investment objectives. 


9. Low-Priced Speculations . . . selected 
low-priced issues with different characteristics 
and purposes. 


10. Digests of current writing by market au- 
thorities. 


11. What Traders are recommending to their 
clients. 

12. “Review of Recommended Stocks”... 
a summary of significant news affecting "Super- 
vised Recommendations” and your investments. 


13. Investment and Business Barometers 
. . vital facts needed for sound security man- 
agement graphically presented. 


14. Earnings and Dividend Calendar . 
summary of earnings reported and dividend 
actions on major stocks. 








C] Enclosed is $ 





INVESTORS ADVISORY INSTITUTE, INC. 
120 Fifth Avenue, New York 11, N. Y. 


Send me at once your special study on "I! Low-Priced ‘High Lever- 


age’ Stocks That Move 5 to 10 Times Faster Than Market Averages." 
Enter my subscription as checked below. 


(1 3 Months $15 
[) Air Mail $! Extra Per Year (Foreign Rates on Request) 
Sbibect= naked hy s (| will remit when billed. 


(C0 6 Months $25 (1 One Year $45 
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Election Warns Managements 


THE SHOW MUST GO ON. 

Disappointing, of course. 

But we must not despair. 

After all, economics, financial fundamentals have 
not been changed by the wholly unexpected 
Democratic victory. 

The prospect is that, for the most part, the 
60,000,000 workers will continue to be employed. 

The prospect is that our vast agricultural popu- 
lation will continue to prosper. 


The prospect is that retail trade, consumption, | 


will be well maintained. 

The prospect is that inflationary prices are more 
likely to be curbed than ballooned under Demo- 
cratic legislation, since the new Congress is almost 
certain to restore various controls. 

The prospect is that the volume of exports under 
the Marshall Plan will not be curtailed. 


NEGATIVES 


On the other hand, we may suffer from a resur- 
gence of laber demands. 

Strikes may multiply next year, since powerful 
labor unions—perhaps justifiably—claim that they 
have been largely responsible for Truman’s vic- 
tory. . 

Capital-raising may be crippled. The immediate 
response of the investing, the financial world 
was pronouncedly pessimistic: stock quotations 
slumped seriously. 

Probably there will set in at least some modifi- 
cation of the ambitious expansion programs 
planned by leading industries, leading corpora- 
tions. 

This would have a tendency to apply some- 
what of a brake, to America’s boom. Indeed, re- 
cession tendencies may occur within the next 
twelve months. 


MANAGEMENTS SHOULD AWAKEN 


This writer has ceaselessly sought for several 
years to arouse managements, to prod them out 
of their smug complacency, to convince them of 
the vital urgency of spreading economic educa- 
tion, of driving home how our free enterprise sys- 
tem works, of convincing ordinary folks of how 
essential it is that employment-providing enter- 
prise realize reasonable profits in order to expand 
employment and pay generous wages. _ 

These appeals, tragically, have fallen mostly on 
deaf ears. 
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To me it is dumbfounding that those respon- 
sible for conducting industrial and other organiza- 
tions have been so lamentably blind to the hand- 
writing on the wall, that they have failed to grasp 
the essentiality of exercising themselves to the ut- 
most to combat, legitimately, the obvious trend 
towards socialistic thinking and legislation. 

They have miserably failed to realize that “Eter- 
nal vigilance is the price of liberty’—including the 
price of preserving America’s free economy. 

Notwithstanding the tremendous growth of or- 
ganized labor, corporation heads, with regrettably 
few exceptions, have acted as if they were totally 
oblivious to the necessity for organizing those for 
whom they are trustees, namely, stockholders and 
other investors, to protect themselves. 

Bluntly, I cannot but regard employers and ex- 
ecutives as largely responsible for the election 
results which have so poignantly disappointed 
them. 


WHAT OF THE FUTURE? 


What of the future? Where will they go from 
here? 

Will they realize that they have been on the 
wrong track? Will they realize that they must alter 
all their tactics? Will they realize that they must 
become business statesmen, cardinally responsible 
for shaping America’s economic, social future? 

Contrasted with labor leaders, they have been 
dumb. Possessing the potentiality of becoming gen- 
erals at the head of an enormous army of in- 
vestors, they have been lazily content to be 
generals without a supporting army. 


LET’S BE REALISTIC 


The show must go on. Industry, finance, busi- 
ness must not become obsessed by a defeatist atti- 
tude. 

They have been mainly responsible for the crea- 
tion of America’s might, America’s wealth, Amer- 
ica’s world leadership. 

They must become infinitely impressed by the 
verdict just rendered by the majority of the Amer- 
ican people and aggressively transform their som- 
nolence into energetic, constructive action. 


cm | Finance — 
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There was nothing startling about it. 
Just one of the four hundred or more 
received every week by our Research 
Department. 

It outlined a typical problem. Said 
the writer had a “modest, fixed in- 
come” that she’d like to increase... 
was thinking of buying several se- 
carities—but wanted more facts, first. 

Somewhere she’d seen a Merrill 
Lynch ad . . . heard about our Re- 
search Division that furnishes in- 

- vestment facts for the asking ... and 
decided to ask for help herself. 

We don’t think she was disap- 
pointed! 

Our specialists had little to go on 
... lacked exact figures on her cur- 
rent holdings, didn’t know much 
about her over-all objectives. They 
did know she leaned toward tele- 
vision and motors . . . wanted a 
seasoned, objective appraisal of the 
opportunities in these industries. 

Our “letter from a lady”, and the 
word-for-word reply sent by Re- 
search, should make interesting 
reading for any investor... give him 
an excellent idea of a service he’s 
free to call on anytime, too. 

If you’d like to read copies of both 
(minus identificatign, of course) 
we'll gladly send them along. Or, 

_ better still, perhaps you’d like to 
have an analysis of your own hold- 
ings—or detailed information about 
some securities that interest you. 
Why not ask for a report? There’s 
nocharge, no obligation. Just write— 


Department T-4 


MErrILL LYNCH, 
PiERCE, FENNER & BEANE 


Underwriters and Distributors of 
Investment Securities 


Brokers in Securities and Commodities 
70 Pine Street, New York 5, N. Y. 
Offices in 96 Cities 
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by JOSEPH MINDELL 


GUIDE POSTS TO WALL ST. 
Formula Plans 


Most FORMULA PLANS have the con- 
siderable virtue of indicating the sale 
of stocks when the market rises, and 
their purchase when the market de- 
clines. They discourage sales on weak- 
ness and purchases on rises, thereby 
counterbalancing the usual pressure of 
emotional wave of fear and elation. 
Thus, the core of formula planning 
makes good trading sense. 

The public use of formula plans is 
still quite young. 

Most of the original work was done 
by institutional investors, particularly 
colleges. Yale University made the first 
public statement on formula planning 
in active use in 1940. The second pub- 
lic statement came from Vassar. Both 
actually started using formula plans on 
their endowment funds in 1938. So 
most of our formula plan record is 
hindsight, except for the brief 10-year 
period 1938-1948. 

The literature on formula planning, 
therefore, is still scanty. The best de- 
scriptions are contained in: Lucille 
Tomlinson—Successful Investing For- 
mulas; H. G. Carpenter—Investing 
Timing by Formula Plans; and Arthur 
Wiesenberger — Investment Companies 
(1948 edition)—upon which I have 
drawn in describing the plans. 

What is formula planning? Basically 
it is the use of automatic formulas for 
distributing portfolio funds in stable 
and volatile sections. 

The stable section of the portfolio 
consists of stable bonds, high-grade 
preferred stocks, and cash. 

The volatile section consists of com- 
mon stocks. 


. The goal of the formula plan is to 
eliminate forecasting, and yet benefit 
from the fluctuations of the stock mar- 
ket. Purchases and sales are made 
under predetermined conditions as the 
market rises and falls in its recurrent 
stock price cycles, the stock purchases 
being made on declines and sales on 
rises. 

Thus funds are transferred between 
the stable and’ volatile sections of the 
portfolio at predetermined levels as 
stock prices rise and fall. 

Formula plans differ as to the speci- 
fic levels for transfer, and as to the 
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amounts to be transferred, but they are 
alike in calling for stock sales on mar- 
ket rises and stock purchases on market 
declines. 

The general effectiveness of formula 
plans depends on the different cyclical 
character of the two sections of the 
portfolio, the fact that the stable sec- 
tion moves less during market swings 
than the volatile section. When the 
market falls, the volatile section dimin- 
ishes in value much more sharply than 
the stable section; accordingly, stable 
funds can be switched into more units 
of volatile stocks. When the market 
rises, the volatile section increases in 
value much more sharply than the 
stable section, thus more volatile sec- 
tion funds can be transferred to pur- 
chase more stable units. The greater 
the difference in their volatility, the 
better the long-range results of the 
formula plan. 

The reasons for this are the same as 
those we outlined in our earlier article 
(Feb. 15, 1948) on Dollar Averaging. 

The formula plans attempt to take 
advantage of the recurrent fluctuation 
in stock prices without forecasting the 
direction, timing, or amplitude of the 
swings. 

The grandfather of all formula plans 
is the Equalizing Plan. This fund is 
started at a 50% to 50% ratio between 
the stable and volatile sections of a 
portfolio. The transfer can be made 
at specific time intervals or percentage 
stock price changes. 

For example, transfers can be made 
every six months, always maintaining 
the 50% to 50% ratio. 

Mr. Carpenter points out that this 
plan from January, 1920, to October, 
1946, using the Dow-Jones Industrial 
Average as the volatile section and the 
Dow-Jones 40 Bond Average as the 
stable section, would have increased 
in an initial sum of $100,000 to $168.,- 
000, or plus 68%, compared with plus 
58% for the Dow-Jones Industrial Av- 
erage in the same period. 

Another way of using the simple 

ualizing plan is to equalize after each 

% rise in the Dow-Jones Industrial 
Average, and after every 20% decline. 
As stock prices rise, profits are pre- 
served in the stable section and made 
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YES—BUYING SPECIAL GROWTH STOCKS 
BEST FOR FORTUNE-BUILDING 





The experience of half a century has 
convinced us there is a scientific formula 
for fortune building. Suecess over many 
years has also proved psychological in- 
terpretations most fundamental. It is far 
better to know the time to sell to the 
optimists and the time to buy from the 
pessimists than it is to be fanfiliar with 
economic statistics. 

Years of accuracy have built us pre- 
eminent recognition for long-term market 
reliability. That is why worried investors 
write from many parts of America to 
get the “Stock Market Appraisements” 
we formerly syndicated nationally on 
financial pages under the heading, 
“ROYSTONE SAYS.” 

Our newspaper followers realized that 
when and what to buy and sell is about 
all one needs to know about the stock 
market. No wonder Wall Street is so 
anxious to keep in contact with our 
analyses. 

This demand from everywhere for re- 
liable guidance forced us to publish our 
comments in inexpensive weekly bul- 
letins. 

To buy with the “good buying” and 
sell with the “good selling” largely 
eliminates the hazards of speculation. 


Now, thanks to the discovery, made while 


morrow”, 





W. H. ROYSTONE 
INVESTMENT ANALYST 


Who, from devoting many years protecting 
investors from danger, wrote “America To- 


called the most far-seeing eco- 
nomic guide for the future’, sent free to his 
personal clients with his ‘‘27 Safety Rules” 
for investors and traders 


improve his way of life and distinguish 
himself as an individual. 

In the development of personal eco- 
nomic security, we consider the stock 
market of primary importance. It may 
reasonably be looked upon as the short- 
cut to financial success. At least, it af- 
fords a direct way to affluence. Therefore, 
financial success being our objective, we 
make these letters more instructive by 
demonstrating the coordination between 
economics and the social trend. 

There is no place in the Philosophy of 
Prosperity for wishful thinking. We must 
first formulate our objective and follow 
our plan according to fundamental prin- 
ciples, the chief of which is a recognition 
of the inevitability of failure if we are 
influenced by popular opinion. 


Read what the Press Service that 
syndicated our "Comments" said: 


“What ‘Roystone Says . . .’ is respected 
by the best in Wall Street, from the 
small speculator to the largest investment 
trusts, 

“One thing is certain: Roystone knows 
the stock market. With a truly remark- 
able record in earlier years, since he has 
been writing for this service he has fore- 
seen all the important market changes. 





évaluating fundamental psychological fac- - 
tors found in the Roystone Heavy Industry Formula, we are 
enabled to detect the difference between distribution and ac- 
cumulation, to tell the correct time to buy and sell. We follow 
the insiders who make the market, not the public that buys 
during distribution and sells during periods of accumulation. 

Without such “insight” the average investor never has a fair 
chance. See how few make a profit in the long run. Unfor- 
tunately, investors and traders are equally victims of psychological 
distortions. Following popular sentiment, they too often are 
forced to buy when they should sell and sell when they should 
buy. To protect clients against these errors, we developed our 27 
Safety Rules for Investors and Traders. 

Today, we believe we have reached a point in our economy 
where our weekly findings should be instrumental in saving 
and building fortunes for our clienis. It is our firm opinion that 
never before since 1929 has the investor been in such great 
peril. Yet, at the same time, he faces a lifetime opportunity for 
individual fortune building through intelligent guidance. 

Often, before the fifty-point break in 1946, we warned against 
a drastic decline. We advised conserving cash to buy only special 
situations, long-term growth possibilities independent of general 
conditions; the difference between failure and fortune-building. 

Naturally, the long trend turning points are absolutely essen- 
tial to the investor. Knowing a “bull market” from a “bear 
market” is the one guarantee of security. Waiting and watching 
has built most of the large fortunes made in Wall Street. It 
would require pages of space to reprint the many letters of 
appreciation now in our files. 

There are thousands of smaller. investors, intelligently accumu- 
lating fortunes, who welcome technical data and a diagnosis 
of profit prospects in special situations, While they await oppor- 
tunities they need instruction to protect them from the dangers 
of popular economic misconceptions. 


THE PHILOSOPHY OF PROSPERITY 


Prosperity is the cornerstone of civilization. Actually, human 
progress springs from prosperity. Culture, science, education, and 
even religion follow in the wake of material well-being. They 
thrive only in a prosperous society. Further, we believe as this 
principle applies to society, it also applies to the individual. 

Therefore, the most important factor in the life of the 
individual, next to good health, must be his economic well being. 
With economic independence he can develop personality, 


“Followers all over America look upon Roystone as the most 
reliable long-term market diagnostician among the many good 
Wall Street technicians.” 

We cannot take our first step in fortune building until 
we appreciate that error is preponderant in human effort. 
We might go so far as to say that if there is a wrong way, 
human beings are prone to follow that way. That is why we 
earnestly believe there is a tremendous need for honest invest- 
ment and business guidance. Such assistance can be derived 
only from factually appraising economic statistics in the light 
of political and social trends. Without such guidance there is 
small hope for the individual in his quest for financial inde- 
pendence. 

Now, to help you in your personal problems, we have created 
our special protective and instructive Contact Service to 
replace our newspaper comments. The fee (for 52 weeks) for 
the present, is only twenty-five dollars, or five dollars for advice 
covering the next seven weeks of the current critical period. 

These same weekly bulletins that cost you only five dollars 
for seven weeks, go to hundreds of clients from coast to coast, 
including those paying one hundred dollars a year for trading 
guidance and to banks and big business. 


What the Weekly Bulletin Said at Market Top. 
May 31, 1946, before the 50 point drop 


“Never before has boom signified so little in real prosperity 
and potential values. 

“We consider current strength the expression of mass irre 
sponsibility, not sound appraisement of fundamentals. 

“The market is now in the zone of distribution, positively 
dangerous. 

“In 1940, when the averages were at 138 and Wall Street was 
wild-eyed over inflation, we alone were positive the averages 
would go down to 96. They did. Now that prices are again, at 
a dangerous level, everybody is most confident. 

“Only by following safe investment principles, can we build 
constructively.” 

Remember, keeping true to the main trend is the secret of 
safety and success in fortune building in Wall Street. When 
you send check, be sure to ask for “America Tomorrow” and 
those famous 27 Safety-Rules for investors and traders. W. H. 
ROYSTONE, Forest Hills 8, Long Island N. Y. (Instituted 
1931). Mid-town consultation appointments $25. 
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Burroughs 


190th and 191st CONSECUTIVE 
CASH DIVIDENDS 


A quarterly dividend of fifteen cents ($.15) 
a share and an extra dividend of fifteen 
cents ($.15) a share have been declared 
upon the stock of BurrouGHs ADDING 
Macuine Company, payable December 10, 
1948, to shareholders of record at the close 
of business November 1, 1948. 


Detroit, Michigan, SHELDON F. HALL, 
October 21, 1948 Secretary 








PUGET SOUND POWER 


& LIGHT COMPANY 
7 


Common Stock Dividend 
No. 21 


The Board of Directors has de- 
clared a dividend of 20c per 
share on the Common Stock of 
the Puget Sound Power & Light 
Company, payable November 15, 
1948, to stockholders of record 
at the close of business October 
25, 1948. 


FRANK McLAUGHLIN 
President 
Octaber 18, 1948 
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Sanitary 


RADIATOR 
Now York CORPORATION Pittsburgh 


PREFERRED. DIVDEND 
COMMON DIVIDEND 
A quarterly dividend of $1.75 per share 
on the Preferred: Stock has been declared 


payable December 1, 1948, to stock- 
holders of record at the close of business 
on November 24, 1948. 

A dividend of twenty-five cents (25¢) 
per share and a special dividend of fifty 
cents (50¢) per share on the Common 
Stock have been declared payable Decem- 
ber 24, 1948, to stockholders of record 
at the close of business on December 1, 
1948. 

JOHN E. KING 


Treasurer 

















PLYMOUTH 
DODGE 


YOU GET THE GOOD THINGS FIRST FROM CHRYSLER CORPORATION 








DIVIDEND ON 
COMMON STOCK . 


The Directors of Chrysler Corporation 
have declared a quarterly dividend 
of one dollar ($1.00) per share on 
the oustanding common stock, pay- 
able December 14, 1948, to stock- 
holders of record at the close of 
business November 15, 1948. 


B. E. HUTCHINSON 
| Chairman, Finance Committee 














available for future use on stock price 


declines. 

This plan is not too exciting. As 
Mr. Carpenter's record shows, no great 
profits are likely. Bute by a slight 
change the performance can be im- 
proved. 

The higher the market rises, the 
higher the pereentage of bonds indi- 
cated; and the lower the market goes, 
the higher the percentage of stocks. 

One difficulty of this plan is that it 
has an initial starting point which re- 
fers to some level of stock prices which 
may prove to be comparatively high or 
low. ‘ , 

The Constant Ratio Plan is adapted 
to very conservative investment ac- 
counts where income is the primary 
requirement and where an average of 
only one or two percent a year im- 
provement is attractive as compared 
with the policy of merely holding se- 
curities and receiving dividends. 

Essentially, in this type of plan, there 
is a normal ratio of stocks to total 
funds, and a pre-determined occasion 
on which stocks are bought or sold to 
readjust the portfolio, On a market 
rise, enough stocks are sold and bonds 
bought to bring the ratio back to the 
formula. On a market decline, enough 
bonds are sold and stocks bought to 
bring the ratio back to the formula. 





TO AN ASTRONOMER, THIS SIGN 
STANDS FOR THE PLANET NEPTUNE 


TO EVERYONE, THIS GULF SIGN 


STANDS FOR 


e This Gulf emblem on any product stands 
for two guarantees of excellence. One visible, 


one invisible. 


The visible guarantee is evidenced by the 
plant and properties that make Gulf one of the 


TWO GUARANTEES! 





largest producers and refiners of crude oil. 
The invisible guarantee is the determination 


of Gulf to make the best petroleum products 


Gulf Oil Corporation 


that skill, science, loyal employees and alert 
management can jointly achieve. 


Gulf Refining Company 





General Offices, Pittsburgh, Pa. 
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~ It must be kept in mind that we are 
using the term bonds as interchange- 
able with the stable section, and stocks 
as interchangeable with the . volatile 
section of the portfolio. 

Constant Ratio Plans vary as to the 
time intervals for action, the percent- 
age movements in the averages before 
action is indicated, etc. The scale for 
buying and selling may be constructed 
to operate on many different percent- 
tages, graduated or constant, and of 
course the smaller the percentage the 
greater the activity in the portfolio. 

(To be continued) 
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Valuable booklets are published by 
* many concerns and made available 
free to interested business men. The 
best of these on matters of wide in- 
terest are listed as a service to 
Fornes readers. Address your re- 
quest, by number, to: Subscriber 
Service Dept., Fornes Magazine, 120 
Fifth Avenue, New York 11, N. Y. 








536. Miurrary PRocuREMENT: This in- 
valuable Guide for Joint Industry-Mili- 
tary Procurement Planning is prepared for 
private industrial management which, on 
mobilization, will probably be supplying 
munitions to the Armed Services. Purpose 
of the booklet is to help management plan 
a course of action now. 


537. Growinc WrrH SCHENECTADY: 
Engrossing story of 100 years of locomo- 
tive building in this city, by a leading 
engine builder. Much interesting material 
is encompassed within this little booklet, 
which depicts the early history of locomo- 
tive building, shows the role that count- 
less thousands of men and women have 
played in providing the motive power 
which enabled the railroads to span. the 
continent, first with the Iron Horse, and 
then with the Diesel locomotive. 


538. Business Statistics For N. Y. 
State: Fact-filled brochure presents up- 
to-the-minute business data for market an- 
alysts, merchants, manufacturers, etc. In- 
cludes many tables of selected figures for 


each of the 62 counties grouped by eco- | 


nomic areas, bringing together various in- 
dicators of buying power in one handy 
spot. 


539. THe Man Wo  DIscoveRED 
Curistmas: More than a mere Christmas 
tale, this is the engrossing story of the 
practical application of “goodwill among 
men” in the office and factory. It reveals 
how one man changed himself and solved 
his problems by changing his thinking. A 
practical example of how the magic spirit 
of Christmas can enter into business and 
industry and help to solve many problems 
of human engineering. 
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GARFIELD A. DREW’S 


New, Revealing 
Appraisal of 


Successful 


Investment... 


af N FW 
for PROFITinthe STOCK MARKET” 


HIS amazingly simple and concise new book takes you 

behind the scenes—shows you how successful invest- 
ment managers time their buying and selling of stocks for 
best results. Based on years of experience in managing 
investments and on a study of every known method of stock 
market forecasting Mr. Drew simply and systematically helps 
you to focus on the technique best adapted to your needs. 








Successful 
Methods of 
Investment 
Managers 
NEVER BEFORE 
AVAILABLE IN 


ONE VOLUME! 





Everything you need 
to understand how the 
professionals appraise 
and deal with market 
fluctuations. The items 
included cover the 
most modern and ad- 


vanced methods. 


Much of this material 
has never appeared 
elsewhere, particularly 
Mr. Drew's exposition 
of psychology in rela- 
tion to stock prices. 


Packed full of proven 
ideas to improve your 
investment results. 


Mr. Drew's originality 
and unique approach 
have earned the en- 
thusiastic comments of 
financial authorities. 
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t pARFleLD ADREW | 


Just off the press, this valuable book tells you 
how to make profitable use of the Wave Princi- 
ple—Ten Per Cent Rule—Odd Lot Index— 
Moving Volume Curve—how to select better- 
than-average stocks—the truth about the Dow 
Theory. Mr. Drew’s new book appeals equally 
to the beginner and to the hard-headed investor 
who knows there is no short cut to wealth—but 
that profits can be made by the intelligent appli- 
cation of sound, practical methods. 


“WORTH MANY TIMES ITS COST” 


CLARK M. CAVENEE (Member, New York Stock Ex- 
change). “It has a simplicity of approach which makes 
it usable by the inexperienced investor as well as the 
advanced market student.” 


PAUL TALBOT (United Business Service). ‘‘Mr. Drew’s 
book is a refreshingly different approach to the problems 
of profitable investment in stocks, which should be worth 
many times its cost and reading time to any investor.” 


You, too, can use this book to build profits. Mail 
the coupon NOW! Learn how modern research has 
opened new doors to investment success. 


FREE APPROVAL FOR 10 DAYS! 


THE METCALF PRESS 
152 Purchase St., Bostun, Mass. 


Please send postpaid a copy of “New Methods for 
PROFIT In The Stock Market.” I enclose $4.50 in full 
payment, reserving the privilege of returning the book for 
refund within 10 days. 
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MANAGEMENT 
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assures the wise investment 
of your funds unde: these 
Standard Federal Savings and 
Loan Association Directors: 
Cc. A. DYKSTRA 
Provost at University of California 
at Los ‘aoe 
GEO. M. EASON 
Pres. and Gen. Manager 
NORMAN M. LYON 
Captain, U.S. N. R. 
C. C. McKEE 


Engineer, tmen: of Water and Power. 
“ia Los Angeles 


M. PENN PHILLIPS 
Land Developer 
DWIGHT W. STEPHENSON 
Attorney, Loeb and Loeb 
E. BAILEY WEBB 
Physician and Surgeon 
Earnings better than average are of- 
fered by this time-tested, progressive 
organization. Send for Standard’s 
“Save by Mail Plan” and financial 
statement. Invest by the 10th—earn 
from the Ist. Federal Insurance up 
to $5,000.00. 
WRITE TODAY for your 
free copy of “California, 
Here I come,’ picturing 


“life” in California. 


STANDARD FEDERAL 
SAVINGS and LOAN ASSOCIATION 


735 So. Olive Street * Los Angeles 14, Calif. 














NOW .. . Save by Mail 


Washington, D.C. 





N°? matter where you live, you can 
open a savi account, by mail, 


with this sound Washington institu- 
tion. 
INTERSTATE offers you... 


1. SECURITY... your account is insured 

up to $5,000 by the Federal Savings 

& Loan Insurance Corporation, a 

government instrumentality. 

2. LIBERAL DIVIDENDS ... 3% paid 
year. 

3. CONVENIENCE... saving by mail is 

easy—no waiting lines. 

write Dept. F for complete infor- 

mation on Interstate’s “Saving by 
il Service,”’ available to anyone in 

the United States. 





Washington Building, Washington, D.C. 
Disectly across from the U. S. Treasury 





Stock Analysis | 





by W. C. HANSON 


Stocks in Line for 
Dividend Increases 


THis IS THE TIME of the year when 
stockholders look forward eagerly to 
“Christmas presents” in the form of in- 
creased dividends. In the final quarter, 
corporations have a fairly clear idea of 
how much they will earn for the full 
year. Where profits permit, they often 
pay out extra dividends, or boost the 
regular rate on their common shares. 

All signs point to another banner 
year, dividend-wise. 

Already, payments thus far in 1948 
have been running about 14% ahead of 
last year, which itself set a new record. 
In the latest month reported, Septem- 
ber, 1948, cash dividends totalled 
$679.3 million, 19% above a year ago. 

But the floodtide of payments has 
only started; it should rise rapidly from 
here on. 

In the accompanying table is a list 
of stocks which, it seems reasonable, 
should enjoy dividend increases, or “ex- 
tras” around the year end, or early in 
January, 1949. In fact, some are al- 
ready announcing “extras.” 

In analyzing this list, some significant 
facts become apparent. 

For one thing, the type of compa- 
nies represented reflects where the prof- 
its are being made in this uneven 
business boom. 


Most of them are concentrated in 
the “basic” industries—steel, automot- 
ive, copper, aluminum, chemical, ce- 
ment, rails and manufacturing. These, 
of course, are the industries which are 
now operating at peak levels, and 
should continue to do so for some time. 

By contrast, “consumer goods” com- 
panies are conspicuous by being al- 
most entirely absent. There are few 
dividend boosts in the textile, food, 
clothing, or retailing fields. In many of 
these, the “buyers’ market” has re- 
turned, or is not faraway, and prices; 
production and profits are heading 
downward. 

Currently, steel shares are in the 
limelight, in view of their steady rise 
in price and ample profits. Although 


“Big Steel’ disappointingly failed to . 


declare an extra payment along with 
its final fiasco dividend, other 
leading steel firms are expected to do 
so. Already, Republic Steel has an- 
nounced both an extra cash and stock 
dividend. . 

Oil companies are also being watched 
expectantly in view of their marked 
growth in sales and earnings. Up till 
now, oil stock dividends have been 
very modest in relation to earnings, 
leaving much scope for more liberal 








STOCKS PAYING, OR EXPECTED TO PAY, YEAR-END 
EXTRA DIVIDENDS 


-—Dividend——, 
19 


Declared or 

1947 Paid to Date 
Aluminum Co. of Amer. 2.00 1.50 
American Cyanamid ... 1.00 1.50 


Amer. Smelting & Ref.. 5.00° 3.50 
American Steel Foundries 2.00 2.60¢ 
Anaconda Copper .... 3.00 2.25 
Atlantic Refining ...... 1.50 1.12% 
Barnsdall Oil ........ 1.55 2.50¢ 
Blaw Knox ........... 1.10 1.25¢ 
alle ETS 8.00 6.00 
Illinois Central ........ None None 
International Salt ..... 3.50 2.25 
Kennecott Copper ..... 4.00 3.00 
Lone Star Cement..... 4.25 2.6214 
Lukens Steel ......... 1.00 1.50¢ 
Mathieson Chemical ... 1.62% 1.25 
National Steel ........ 4.00 3.00 


c— Dividend 
1948 


Declared or 
1947 Paid to Date 
Norfolk & Western Ry.. + 4.00° 
ee 1.75 2.30¢ 
Phelps Dodge ........ 4.20 3.00 
SN cee knee teeey 2.00° - 1.50 
Philip Morris ......... 1.75 1.75 
SED fcada Sowhic eve 1.50 2.00¢ 
_ Radio Corp. of Amer... 0.20 0.30 
Republic Steel ........ 2.00 2.25°¢ 
St. Joseph Lead....... 8.00 2.25 
Socony-Vacuum ....... 1.00 1.00°¢ 
Texas Gulf Sulphur.... 4.50 8.50 
Texas Pacific C. & O... 2.00 2.75°@ 
Union Pacific ......... 6.00a t 
Wheeling Steel ....... 2.00 2.25 
Youngstown S. & T..... 4.00 4.00 


® Includes year-end extra payment. * Plus stock. + $1.75 on new stock, $10.50 on 
old. a—On old stock. ¢ $1.25 on new stock, plus $10.50 on old. 

















~~ of 68 a _ Se Oe ae eee 





a 











_— 
1 ~ 














14 


or 
ate 


a2 


on 


41 





NOMA 


Electric Corporation 
55 W. 13th St., New York 11, N. Y 


The Board of Directors of Noma 
Electric Corporation at a meet- 
ing today (November 4th) de- 
clared a quarterly dividend of 
Thirty-seven and oneshalf cents 
(374%2¢) a share on the Com- 
mon Stock, payable December 
20, 1948 to stockholders of rec- 
ord at the close of business De- 
cember 6, 1948. 


HENRI SADACCA 
President 























FIRTH CARPET 
COMPANY 


New York, N. Y. 
DIVIDEND NOTICE 


The Board of Directors has this day 
declared a regular quarterly dividend of $1.25 
per share on the outstanding 5% Cumulative 
Preferred Stock, payable December 1, 1948 
to stockholders of record November 15, 1948. 
The regular quarterly dividend of forty cents 
($.40) per share and an extra dividend of 
five cents ($.05) per share has also been 
declared on the Common Stock, payable De- 


cember 1, 1948 ‘to stockholders of record 
November 15, 1948. The transfer books will 
not close. Graham Hunter, 


November 3, 1948 Treasurer 


treatment. The table lists a number of 
prominent oil concerns where larger 
payments ‘are considered likely. 

Another conspicuous “growth” field 
is the chemical business. While some 
individual firms did not extend their 
growth into 1948, there have been no- 
table instances where good showings 
have beeri made. Stocks like du Pont, 
Cyanamid, and Mathieson are expected 
to make some kind of additional pay- 
ment. Likewise, International Salt 
(which is generally considered a 
“chemical” company) in view of its fa- 
vorable earnings trend this year. 

The railroad industry is undergoing 
a profound improvement in earning 
power and finances, which is changing 
the status of several important car- 
riers. 


An interesting case is Illinois Cen- 
tral, a former “blue chip,” which has 
not paid a dividend sirice 1931. The 
fundamental improvement in this road’s 
position is remarkable; the stock is ex- 
pected to earn around $15 this year 
and resumption of common dividends 
is believed not far away. Some West- 
erm roads such as Union Pacific have 
done exceptionally well, and while they 
have already paid out good dividends, 


additional year - end disbursements 











would not be surprising. 
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New Stock List 


Armour & Co. 
Chesapeake & Ohio 
Comm. Edison, Chi. 
Cons. Edison, N. Y. 
Gen. Electric 

Gen. Motors 

Int. Tel. & Tel. 
Pan Am. Airways 
Paramount Pictures 
Penna. R. R. 
Pepsi-Cola 

Pub. Serv. E. & G. 
Sears Roebuck 
Sinclair Oil 

Socony Vacuum Oil 
Stand. Oil, Cal. 


Babson’s opinion 
on these stocks may 
save you losses. 
Simply check those 
you own, or list 
7 others you own, 
and mail this ad to 
us. We will tell 
you if clients have 
been advised to 
Hold or Switch 


Warner Bros. 
Western Union 
Youngstown S. & T. 


BABSON’S REPORTS 


Wellesley Hills 82, Mass. 


(SSS 2 


THE RICHARD D. WYCKOFF 
COURSE OF _ 
STOCK MARKET INSTRUCTION 
Ask for Booklet FB 


WYCKOFF ASSOCIATES, INC. 


92 Liberty Street New York 6, N. Y. 


Stand. Oil, Ind, 
Stand: Oil, N. J. them. 
exas oO. j 
United Air Lines | No cost 
U. S. Steel | or obligation. 


Write Dept. 
F-69 
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What you get as a subscriber: 


1. Annual Forecast for 1949. 
ight- 


2. ti page Weekly Advisory Bulletins 
3. P Consultation Privilege by mail, 
or in person. (For annual and semi- 


4. Portfolio Review and Report. (For annual 
and semi-annual subscribers.) 

5. Supervised ‘am. 

Group 1— selected Gains 


ius 
; 
[ 


6. Program follow-up and Market Policy. 
7. One copy of “How to Live Within Your 
8. Security Record Book for recording your 


An extra BONUS for immediate action! 
“How to Live Within Your Income” by 
J. K. Lasser and Sylvia Porter. We will be 
glad to send you a copy of this new book, 
free, with a trial subscription to Poor’s 
Investment Advisory Service. It shows 
you how to win financial peace of mind, 
gives you scores of sound suggestions for 











managing money with greater success. 
Don’t fail to read it. Quantity strictly 
limited—hurry. 





November 15, 1948 








R’'S ANNUAL FORECAST 


The Most Comprehensive & Profit-Pointing Survey Ever Issued by this Service 


Proper buy, sell, or switch action now will improve your chances 
for capital gain and income. 


Once a year Standard & Poor’s stock experts 
make an exhaustive analysis of over 1000 active- 
ly-traded stocks. This valuable study is pre- 
sented in the 1949 Annual Forecast, just coming 
off the press. All stocks in this Forecast give 
Standard & Poor’s Buy, Above Average, Average 
to Below, or Switch ratings. 


Poor’s 1949 Market Forecast is the type of analysis 
you will want to keep at your side during the coming 
year. It will help you steer a straighter course amidst 
the noise and conflicting opinions in the months im- 
mediately ahead. It will help you decide which stocks 
to Buy, Hold or Sell—right now. It will help you to 
increase your profit and to minimize your loss. 


You may have a free copy of this original and timely 
forecast by accepting a low-cost trial of Poor’s Invest- 
ment Advisory Service. Just fill in and mail the cou- 
pon. Send no money. 


INTERESTED IN LOW-PRICED STOCKS? 
200 GOOD OPPORTUNITIES: 
Poor’s Annual Market Forecast includes a special sec- 
tion on 200 attractive common stocks selling around 
20 or less. All these stocks carry our market ratings of 
Buy or Above-Average, and are especially worth con- 
sidering now. 


Prospects for hundreds of stocks will shift radically in. 
1949 . . . how will you know the good from the bad? 
Poor’s Advisory Service gives you this advice weekly. 
Today's strong stock is tomorrow's weakling—and the 
other way around. Business conditions change rapidly 
—competition stiffens suddenly ... management 
shifts occur overnight. A hundred factors affect the 

stocks you hold or are considering. 


But it’s easy to keep informed with Poor’s Investment 
Advisory Service. This service advises you of the 
forces affecting the rise and fall of your securities. It 
tells you what to buy, sell, hold, switch. 


SPECIAL INTRODUCTORY OFFER...$20 for 3 Months 
POOR’S Investment Advisory Service - 345 Hudson Street, New York 14, N.Y. 


Please enter my subscription to Poor’s Investment Advisory Service, as checked below, and continue 
until I notify you otherwise. I understand this special offer entitles me to (a) Your 1949 Market Forecast 
(b) A free copy of ‘‘How to Live Within Your Income’”’ (c) Weekly eight-page advisory bulletins (d) Per- 
sonal consultation and portfolio review (for semi-annual or annual subscription) (e) One copy, Standard 


& Poor’s Stock Guide (f) Security Record Book (g) Portfolio to house weekly bulletins. 
Bill me later, as checked below: 


( } 3 MONTHS, $20 
( ) ANNUALLY, $65* 
(You save $15) 


*Entitles you to Personal Consultation Privilege and Analysis of your Portfolio. 


with airmail, $20.25 
with airmail, $66.00* 





Signature.. 
Addregs.......... 





City. 


Zone.......:. 





State 
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Date..... 
(In accordance with the Investment Advisers Act of 1940 under which we are regis- 
tered, no transfer of this subscription may be made without client's approval.) 
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This advertisement was written November 
3 for insertion in FORBES November 15. 


NEXT TIME 
TO BUY! 


(Please re-read our advertisement in 
this space in the November | Fores, 
entitled “Bad Break In November’’). 


The break in stocks has already 
started. Now every investor is ask- 
ing: Has it gone far enough? Is it 
time now to buy? 


Straightforward hedge-free answers 
to these all-important questions, 
which may save you a substantial 
portion of your capital, can be found 
in Stock Trend Service’s current 
Bulletins. 


New readers only may have the cur- 
rent and next 5 issues for....$3 [] 


Regular Term Subscription - Rates: 


Six months’ service........ $55 T 
One year’s service......... $100 | 


STOCK TREND 
SERVICE 
Div. F-1115 Springfield 3, Mass. 
et 
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eR 
with 25-year dividends 
END for new Report on 
240 stocks that have paid 
dividends for 25 to 134 years, 
and a full month’s trial of 


UNITED’S Weekly $ 

Investment Service l 

I oy sn dhl > 

Send $1 for Trial Offer FM-48 
UNITED BusINESS SERVICE 


210 Newbury Ve Boston 16, Mass 
WATCH YOUR STEP! 


We all like to make money fast — BUT — let’s not let 
our enthusiasm lead us into a disappointment. In writ- 
ing this - te mn in -_ October, we can already 
note action w warrants adaption of your tradin i- 
tion to another swing. hone 

At this critical point, to make friends, we will send 
you the three current maritet letters, pointing out the 
trading policies you should use during the coming weeks 
for $1.00 — annual service, $40.00. 

You will see the wisdom of investing this small amount 
to protect and build your working capital. Other offer 

274 — outstanding - for next = move for $1.00 
open. They w money-makers. Let’ - 
quainted now. —- 


MARKET APPRAISAL SERVIC 


Dept. Fil ’ 
P.O Box 13 Buffalo 5, New York 























To Reach the Tops 
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by HARRY D. COMER 


High-Yield Stocks Favored 


DOW-JONES AVERAGES 


1944! 1945 : 1946: 1947/1948 


Democratic Party control of the Gov- 
ernment is now assured for 1949 and 
1950. Among the economic results of 
the Democratic victory, the most out- 
standing -probably is the continuation 
of inflation in this country. 

Now the political pressure for re- 
moval of the pegs in the government 
bond market is no longer a factor. 
Monetization of bonds through pur- 
chase by the Federal Reserve may con- 
tinue to feed the fire of inflation. 

Federal expenditures will be larger 
and larger. The wage-price spiral will 
be given additional whirls. Other near- 
by results of the election are dwarfed 
by these indications that the value of 
the dollar will sink to new low levels. 

Corporate earnings this year will al- 
most surely establish a new high rec- 
otd. A survey of reports by nearly 200 
companies shows that aggregate profits 
in the third quarter were over 40% bet- 
ter than a year ago. 

That readjustment is going on in 
some industries and some companies, 
however, is plainly apparent. Earnings 
of textile companies, for example, are 
down some 13% from third quarter of 
1947. 

Although General Electric's earnings 
rose 49% (with sales up 14% from a 
year ago) Westinghouse Electric re- 
ported a drop of 48% in profits (with 
sales up 8%). 

Favorable earnings reports them- 
selves seem to have little or no effect 
upon investment sentiment. More and 
more it is seen that stockholders have 
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focussed their attention upon divi- 
dends. 

Recognizing this fact, a leading fore- 
casting service now weights a dividend- 
dollar as over 5 times as important as 
an earnings-dollar in estimating the 
value of the Dow-Jones industrial 
stocks. This weighting is based on a 
correlation of data over the past 20 
years, 

If this estimate is correct, the Dow- 
Jones industrial average should rise to 
about 240 next year to be in line with 
its “normal” relationship to dividends 
and earnings. 

Investor-preference will probably 
continue to concentrate on stocks of 
good quality, carrying yields of 5% to 
8%, where present rates seem secure for 
the “foreseeable” future. 

Following are several such issues, to- 
gether with their respective yields 
based on currently indicated dividend 
rates: General Foods (5.0%), Wool- 
worth (5.5%), Union Pacific (5.6%), 
Borden (6.0%), Kroger (6.4%), Ameri- 
can Gas & Electric (6.6%), May De 
partment Stores (6.8%), United Fruit 
(7.6%), Standard Oil, N. J. (7.8%), 
Union Oil of California (8.0%). 











FREE BROCHURE 
"Solving your investment problems” 
Please ask for booklet “F” 

ARTHUR WIESENBERGER & COMPANY 
Members W. Y. Stock Exchange * N. Y. Curb Exchange 
61 Broadway, New York 6 
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by JOSEPH D. GOODMAN 


j Investment Pointers 





Best Groups To Hold 


JHE INVESTMENT WORLD was pro- 
foundly shocked by the election re- 
sults, which indicate the nation is on 
the road to Socialism, as in England. 

Perhaps price control, excess profits 
taxes, etc., lie ahead. Further uncer- 
tainty is caused by not knowing wheth- 
er war, peace or a long period of 
armed uneasiness faces the nation. 
Hence, there is no need for haste in 
making new purchases. 

During the recent advance, the 


» Dow-Jones industrial averages recov- 


ered to within about 10% of the 1946 
peak. These averages, however, por- 
tray the movement of 30 stocks only, 
and do not show a true picture of the 
market as a whole. (The movement of 
these 30 stocks has not been uniform. 
Loew's, which is in the averages, is 
now around 15, compared with its 
1946 peak ‘of 42.) Many stocks are 
still far, far under their 1946 peaks, 
as the following examples will show: 


1946 Peak Now 
Standard Brands ..... 55 23 
Allied Stores ........ 63 32 
Twentieth Century-Fox 63 19 
Allis-Chalmers ....... 62 83 
United Air Lines..... 62 12 
ee eee 40 9 
mS. Rubber........ 80 46 
Re eee 25 18 
0 Ee 71 27 


I think the best groups to hold at 
present are: 

Automobiles, Coppers, Oils, Steels, 
Banks, Electric Power Equipment, 
Railway Equipment, Television, Build- 
ing, Fnancing Companies, Utilities— 
with Rails the best in case of war. 

Recently, several important new is- 
sues of bonds and preferred stocks 
were not successful. This reflects the 
rising trend in money rates, and con- 

s my view that the long-trend of 
high-grade bonds and preferred stocks 
is downward. I would not be surprised 
to see, in coming months, new issues 
of good-grade preferred stocks brought 
out on a 5% basis. Should this hap- 
pen, good common stocks yielding less 
than 5%% will not be attractive, unless 
dividend increases can be reasonably 
expected. 

Fairbanks, Morse is an important 
factor in the Diesel-engine field. Capi- 
talization: $19,500,000 funded debt; 
599,595 shares of common stock. Net 
working capital, Dec. 31, 1948, $39,- 
800,000. From 1939 to 1945, inclusive, 


arnings were more than $4 a share 


Demne 


each year. In 1946, earnings were 
$5.14; $7.05 in 1947; and are expect- 
ed to be around $8 this year ($4.65 
earned during the first six months of 
1948). For the last seven years, the 
dividend has been $2.50 per share; an 
increase is possible this year. The stock 
reached a peak of 88 in 1946, and has 


been in the middle 40s for some weeks, ‘ 


with few transactions. The outlook 
appears good; the stock is reasonably 
priced. 

Miami Copper has 747,000 shares 
outstanding. Ore reserves are regarded 
as of relatively poor grade or short 
life. However, at the end of the year, 
the company had working capital of 
$15 a share (including $11 a share 
cash). Net income for the first six 
months of this year amounted to $1.56 
a share. With a strong demand and 
high prices for copper likely to con- 
tinue for some time, this stock looks 
like a fair speculation. 

General Cigar, recommended here 
some years ago, has been a disappoint- 
ment. The company is one of the larg- 
est producers of low and medium 
priced cigars, such as White Owl, Wm. 
Penn, Van Dyck. Working capital is 
good, showing $36 a share for the com- 
mon stock, after allowing for the pre- 
ferred at par. A considerable improve- 
ment in earnings was reported for the 
third quarter of this year, 85 cents a 
share against 36 cents last year, re- 
flecting the increase in cigar prices in 
recent months. The stock is around 20 
and appears very low. I recommend 
additional purchases by those who 
might have purchased the stock higher 
up. 
aaa Copper is my choice in 
the non-ferrous mining field. It is one 
of the world’s largest copper compa- 
nies, strong in every way. At the close 
of last year, working capital was $252 
million, of which $240 million were 
cash and government bonds. Earned 
$8.49 per share last year, and paid $4 
dividends. During the first half of this 
year, earned $4.46 per share. The stock 
is a popular investment and has acted 
very well during recent months. It re- 
cently advanced to 60%, which is well 
above the 1946 peak, being one of the 
few stocks to rise above the 1946 top; 
thus showing special strength. Outlook 
for the copper industry appears good. 


Advance release by air mail of this regular 
article will be sent to intere readers 
on the day of its writing. Rates on request. 
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How to use 


COMMON SENSE 


in selecting 


COMMON STOCKS 


To know WHAT to buy WHEN 
to buy, don’t rely on your own 
opinion or the advice of one 
man. It’s common sense to get 
ALL the advice, ALL the opinion 
you can .. . from those who 
know the market best. Send for— 


INVESTMENT 


CONSENSUS 
Weekly DIGEST OF ADVISORY SERVICES 
Reads. studies and combs ALL the 
leading services—tells in a readabl 
One-page report what ALL thes 
experts advise— 

« Which stocks to Buy 

¢ When to buy, Sell, Hold, Take Profit 

* Which stocks Advance or Decline 3 to 
5 times faster than the general market 


SEND FOR FREE BULLETIN—Test 
this service, find out how much 


it helps! Send name & address 
to receive next issue FREE! 


DU VAL’S Investment CONSENSUS 
Dept. H541, 542 Fifth Ave.. New York 19, N.Y. J 




















THE FLINTKOTE 
COMPANY 


30 Rockefeller Plaza 
New York 20, N. Y. 
November 3, 1948 


Preferred Stock 


A quarterly dividend of $1.00 per 
share has been declared on the $4 
Cumulative Preferred Stock of this 
corporation, payable on December 
15, 1948 to stockholders of record 
at the close of business December 1, 
1948 





Common Stock 


A regular quarterly dividend of 
$.50 per share has been declared on 
the Common Stock of this corpora- 
tion, payable on December 10, 1948 
to stockholders of record at the 
close of business November 24, 
1948. 


A year end dividend of $.50 per 
share has been declared on the 
Common Stock of this corporation, 
payable December 10, 1948 to stock- 
holders of record at the close of 
business November 24, 1948. 
. . a” 
Checks will be mailed 
CLIFTON W. GREGG, 
Vice Pres. and Treas. 






































TV Spells 
OPPORTUNITY .... 


A new field growing so fast progress must be 
measured from day to day. : 


The Television Research Institute provides: 

@ VIDEO, a weekly correlated study of develop- 
ments in television covering 17 categories on 
a rotating basis. 

@ Authoritative Special Reports (10 annually) to 
fill in background for investors and executive 
personnel. 

@ A monthly Washington Letter analyzing FCC 
activity. 

Write for your sample copy of VIDEO and literature 
describing TRI’s service. 


The Television Research Institute 
4 EAST 40th STREET NEW YORK (6, N. Y. 








Public Relations 


(CONTINUED FROM PAGE 21) 


The complaint about rest rooms 
evoked a very apologetic reply. The 
Amoco sales manager said he was 
“much disturbed” by the report, since 
he had only recently made a check him- 
self and found practically all the rest 
rooms in good order. He enclosed a 
stamped, self-addressed envelope with 
an earnest request for information as to 
exact locations, so he could do some- 
thing to remedy the situation. 

Our letter to Sun Oil President 
Robeft G. Dunlop also elicited a two- 
page reply, along the same lines as that 
from Amoco’s Smith. Blaming the con- 
fusion about oil chiefly on persons out- 
side the industry, he continued: “I think 
it is only fair to say that as early as 
July last year the American Petroleum 
Institute circulated to the country a 
statement titled Current facts on Petro- 
leum Supply and Demand, which 
called attention to a very tight supply- 
demand situation.” As for the current 
situation, it is “vastly improved.” He 
added, however, that it is not possible 
for anyone to say with finality whether 
or not temporary local shortages may 
not occur, recommended “a firm con- 
tract with one’s fuel dealer” as the best 
way to insure adequate oil this Winter. 
. On the specific question of whether 
or not to install an oil burner, the sales 
manager gave candid and helpful ad- 
vice. After furnishing the address and 
telephone number of the local Sun Oil 
supplier, who would be in position to 
know whether or not he could take on 
any additional customers, he con- 
cluded: “If for any reason you are un- 
able to get a contract for next heating 
season, it would be my suggestion that 
you postpone installing your oil burner 
until the Summer of 1949.” 

The service station “beef” brought a 
letter of thanks from Sun’s main office, 
a letter from the regional office asking 
for further details as to locations, etc., 
and then, four weeks later, another let- 
ter repeating the request, all of which 
seemed to indicate a very sincere de- 
sire to improve company service. 

Shell handled its requests in a dif- 
ferent manner. President Burns, appar- 
ently unaware of the compliment being 
paid him in assuming that he’d know 
more about the overall petroleum pic- 
ture than one of his local representa- 
tives, instead of replying in person, 
passed the matter on down to a local 
fuel oil salesman, who promptly called 
in person. A similar procedure was fol- 
lowed with the letter seeking oil burner 
advice, and was handled—competently 
and efficiently—by the same salesman. 
The gas station complaint merely 


elicited a brief note of regret and the 
request that: “If you can recall the 
names and addresses of these service 
stations we will be glad to investigate 
your complaint.” 

President Swensrud of Gulf, in a 
page and a half letter, gave a detailed 
and conscientious discussion of the 
petroleum situation, with ample statis- 
tics showing the recent improvement in 
available supplies. He also enclosed a 
copy of Current Facts on Petroleum 
Supply and Demand. The company re- 
— to the oil burner request with a 
etter saying the matter was being re- 
ferred to the local fuel oil dealer, “who 
is in a position to guarantee you your 
fuel requirements.” The dealer called 
in person to see if further advice was 
needed. 

Replying to the letter on service sta- 
tions, the supervisor of retail sales 
expressed regret that things were 
found amiss, stated that “we use every 
possible means at our disposal to en- 
“wane our dealers to practice good 
housekeeping.” There was no request 
for further data on names and places. 

A. L. Nickerson, Socony-Vacuum 
director, discussed the petroleum sit- 
uation with clarity in a page-length 
letter along the lines taken by the presi- 
dents of the other companies. He also 
enclosed a copy of Current Facts on 
Petroleum. In addition, a company rep- 
resentative telephoned to check aaa 
er or not the writer was a Socony cus- 
tomer. The oil bumer request was 
promptly handled by an eager sales- 
man who was very disappointed to find 
a burner already installed. 

A letter of regret answered the 
“gripe” about rest rooms. And, as with 
some of the other companies, it was 
pointed out that most gas stations are 
operated by independent dealers and 
therefore cannot be strictly controlled. 
Nevertheless, a postscript asked for spe- 
cific locations where special efforts 
could be made to correct conditions. 

The letter to Esso Standard Oil 
President Ulrope was handled by the 
marketing department, which answered 
with a short but courteous letter ex- 
plaining that Standard Oil had known 
all along there was going to be an oil 
shortage last Winter. The situation is 
better now however, Esso thinks. En- 
closed with the letter was a March, 
1948, copy of Standard Oil’s house or- 
gan, The Lamp, which gave a good 
summary of the problems and pros- 
pects for adequate oil supplies. A rep- 
resentative of a local burner firm fol- 
lowed up with a personal call. In an- 
swering the specific question of wheth- 
er or not to install a burner, Esso side- 
stepped giving any advice, referred the 
letter to a second burner firm whose 
salesman “called in person, all set to 
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arrange for an immediate installation, 


Esso’s letter on service station cop. 
ditions thanked the writer for calli 
the matter to their attention, byt 
pointed out that, except for suggestions 
and encouragement, “we can in no 
control: [service station] operation, as 
nearly all dealers who sell Esso prod. 
ucts are independent merchants.” 

Sinclair Oil President Harry Sinclair's 
answer to our question about the over. 
all petroleum situation was concise, to 
the point, and brief enough to be 
quoted in its entirety: “Your letter has 


~been received. The reason for the ° 


parent confusion in reports as to 
availability of petroleum products is 
that while production can be accurate. 
ly forecast, consumption is subject to 
change and varying governmental de- 
mands upon the industry. As to you 
main question, it is my opinion that 
there will be adequate supplies for 
house heating this Winter.” 

The request for oil burner advice 
brought a Sinclair salesman on the run, 
and the rest room complaint netted a 
polite letter explaining that the com- 
pany does business in New England 
through the Richfield Oil Corp., to 
which it would be glad to forward any 
details on particular locations. 


Labor Relations 
(CONTINUED FROM PAGE 24) 


too much material. Contents of each 
board should be readable in two-and-a- 
half-minutes. 

4. Timing: Material should be 
changed at least every 10 days. The 
new trend is to clear the boards every 
three or four days, but a lot depends 
on the type of information you have. 
If the board is attractive and eye-ap- 
pealing, most employees will get to it, 
pronto. If it’s in dilapidated shape, even 
10 days may not be enough time in 
which to lure employee interest, Best 
thing is to make a little survey among 
the workers to find out how long it 
takes for all of them to get around to 
the board. 

5. Variety: This is the crux of the 
successful bulletin board technique. A 
mixture of company news and gossip, 
a photo or two—these are the best med- 
icine for an ailing board. Here are 
a few possible subjects: trips and 
vacations, hobbies, family occasions 
(marriages, births, graduations, etc.), 
changes in company policies and plans, 
new products, retirements, off-work em- 
ployee accidents, sports activities, sug: 
gestion system winners, welcoming neW 
employees, hospitalization and insu 
ance programs, sales drives and con 


tests, employee promotions, church ac 
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other prospects. 

6. Responsibility: It’s important that 
one person be- delegated the responsi- 
bility fer keeping your board neat and 

to-date. 

7. Writing: Keep the English simple 
and the messages short. Long-winded 
management memos should be rewrit- 
ten in the worker’s language. 


Profit Sharing 


(CONTINUED FROM PAGE 22) 


Significant, too, is the fact that, as 
revealed by the Senate’s Vandenberg- 
Herring survey of profit sharing several 
years ago, before such plans had at- 
tained their present status, “companies 
having profit sharing plans, and with 
labor sharing in all plans, have fewer 
strikes than those companies which 
have either no plans at all or plans 
for executives only.” 

Nevertheless, some plans have failed. 
A National Industrial Conference Board 
study revealed that 60% of plans in- 
vestigated had fallen by the wayside. 
Another survey, by industrial relations 
counselors Bryce M. Stewart and Wal- 
ter J. Couper (“Profit Sharing and 
Stock Ownership for Wage Earners and 
Executives”) puts the failure figure at 
33%. An average of these two studies 
results in a percentage ‘of 47%. 

But these figures do not tell the 
whole story. As the Council of Profit 
Sharing Industries points out: Of this 
47%, only 28% are plan failures. A 
fraction over 45% are due to business 








Filan of the Ages Economic Order 


ECONOMIST'S ANSWER TO 
ATOMIC BOMB 


‘PEACE 
¢ PROGRESS 
¢ PROSPERITY 


The Birth of Civilization Six-Point 
Program for promoting a better 
world by substituting 


Economics for Politics 
Universalism for Provincialism 
Sovereignty for Monarchy 
Sharing for Monopoly 
Currency for Credit 

Revenue for Taxes 
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Releases available on request by addressing 


UNIVERSITY OF ECONOMICS 
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101 Park Avenue, New York 17, N. Y. 
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conditions independent of the plan—i.e., 


failures of the business itself—and 
26.4% are failures only in the sense 
that profit sharing plans were replaced 
by various other plans and benefits. 
These “failures” by substitution, the 
Council emphasizes, cannot properly be 
regarded as failures, since any plan 
should continuously be undergoing a 
process of change. 

True plan failure only appears in 
the case of the 28% which failed 
because of employee apathy or dis- 
satisfaction with the plan. Of the total 
of profit sharing plans, therefore, no 
more than 18.2% are plan failures; 
12.4% are substitutions, and 21.4% are 


. business failures. More than half of the 


plans investigated—53%—succeeded. 

When installing any type of profit 
sharing plan, a thorough program of 
employee education is an absolute es- 
sential. Says Hartman: “The technique 
of a plan, important though it is, does 
not account for more than a small 
part of its success; 85% of success or 
failure is dependent on the human 
relation between employer and em- 
ployees, and on the philosophy of 
management.” 

Though the variations in profit shar- 
ing plans are almost innumerable, Hart- 
man’s Council lists 12 basic types (see 
accompanying compilation). In all of 
these, there are eight “musts,” lack of 
any one of which could wreck even 
the best plan! 


1. Confidence between labor and 
management. 

2. Increased value of the employee, 
both to himself and to the employer. 

8. Substantial benefits to the em- 
ployee, in addition to fair wages. 

4. No paternalism or philanthropy. 

5. Thorough information of em- 
ployees on the mode and calculation 
of payments. 

6. Representation of the employees 
in the administration of the program. 

7. Continuous education and human 
engineering. 

8. A well-rounded employee benefit 
program, including life insurance, sick- 
ness and accident benefits, hospitaliza- 
tion, and others. 

If you're considering a profit sharing 
plan for your company, remember that 
experience has demonstrated that these 
factors are all basic, particularly Num- 
ber One. Unless the plan is based on 
mutual confidence between you and 
your workers, the chances are 100 to 
one it won't work. Here are some addi- 
tional pointers: 

Not only must your employees un- 
derstand the plan in all its aspects, but 
they should also be consulted before 
it is installed. Don’t make the mistake 
of imposing the plan from above. No 
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matter how good you may think it is, 
this procedure may smash it before it 
can really get under way. 

If you have a union, by all means 
consult its officials at every stage. It’s 
also advisable to provide your em- 
ployees with periodic financial reports. 

Finally, it’s imperative that you fam- 
iliarize yourself with the whole field 
of profit sharing. Study the various 
plans; then—and only then—choose the 
one that best fits your own particular 
needs, 


For detailed information as to the 
variations in profit sharing plans, in- 
cluding data on how to proceed to 
install such a program in your own 
company, write to the Council of Profit 
Sharing Industries, 1600 Roxbury Road, 
Columbus 12, Ohio. Also see the Coun- 
cif's “Profit Sharing Manual,” published 
October 30. 












OF LIFE 


—aan 
INCE came the knowledge that = 
built the Pyramids? Where did = 
the first builders in the Nile Valley acquire 
their astounding wisdom that started man 
on his upward climb? Did their knowledge 
come from a race now submerged beneath 
the sea? From what concealed source came 
the wisdom that produced such characters 
as Amenhotep IV, Leonardo da Vinci, Isaac 
Newton, and a host of others? 


Today it is known that they discovered 
and used certain Secret Methods for the 
development of their inner power of mi 
They truly learned to master life. This 
secret art of living has been preserved and 
handed down throughout the ages and to- 
day is extended to those who dare use its 
profound principles to meet and solve the 
problems of life in these complex times. 


This Sealed Book — FREE 


The Rosicrucians (not a religious organi- 
zation) have prepared an unusual book, 
which will be sent free to sincere inquirers, 
in which the method of receiving these 
principles and natural laws is explained. 
Write today for your copy of this 
sealed book. Possibly it will be the 
J first step whereby you can accom- 
/ \\ plish many of your secret ambitions 

4... and the building of personal 
achievements. Address your in- 


=. quiry to: Scribe A.C.Y. 


The ROSICRUCIANS 
(AMORC) 


San Jose, California 
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ON THE BUSINESS OF LIFE 


Let us do our duty in our shop or 
our kitchen, in the market, the street, 
the office, the school, the home, just as 
faithfully as if we stood in the front 
rank of some great battle, and knew 
that victory for mankind depended on 
our bravery, strength, and skill. When 
we do that, the humblest of us will be 
serving in that great army which 
achieves the welfare of the world. 

—THEODORE PARKER. 


There is little peace or comfort in 
life if we are always anxious as to fu- 
ture events. He that worries himself 
with the dread of possible contingencies 
will never be at rest. —JOHNSON. 


If we did but know how little some 
enjoy of the great things that they pos- 
sess, there would not be much envy in 
the world. —YOUNG. 


The method of the enterprising is to 
plan with audacity, and execute with 
vigor; to sketch out a map of podssi- 
bilities, and then to treat them as prob- 
abilities. —BovEE. 


An intelligent class can scarce ever 
be, as a class, vicious, and never, as a 
class, indolent. The excited mental ac- 
tivity operates as a counterpoise to the 
stimulus of sense and appetite. 

—EVERETT. 


Nothing is cheap which is superflu- 
ous, for what one does not need, is dear 
at a penny. —PLUTARCH. 


Man is not born to solve the prob- 
lem of the universe, but to find out what 
he has to do; and to restrain himself 
within the limits of his comprehension. 

—GOETHE. 


It is by studying littie things that 
we attain the great art of having as 
little misery and as much happiness as 
possible. —JOHNSON. 


.--America is still the land of Oppor- 
tunity. Every day there are those who 
have contrived some new way to be 
useful, and to make that usefulness 
pay. There are no last frontiers for an 
American. Nor will there ever be. 
There always will be something just a 
little way ahead that is an improve- 
ment upon what has gone before. 
—Grorce MATTHEW ADAMs. 


We should never so entirely avoid 
danger as to appear irresolute and 
cowardly; but, at the same time, should 
avoid unnecessarily exposing ourselves 
to danger, than which nothing can be 
more foolish. —CICERO. 


The cynic is one who never sees a 


good quality in a man, and never fails. 


to see a bad one. He is the human 
owl, vigilant in darkness and blind to 
light, mousing for vermin, and never 
seeing noble game. —H. W. BEECHER. 


The way of the world is to make 
laws, but follow customs.—MonrTAIGNE. 


The severest critics are always those 
who have either never attempted, or 
who have failed in original composi- 
tion. —HAZLITT. 


To succeed in the world, it is much 
more necessary to possess the penetra- 
tion to discern who is a fool, than to 
discover who is a clever man. 

; —TALLEYRAND. 


There is no one living who does not 
bear some measure of the collective 
guilt for the evils besetting human so- 
ciety. But there is no one of us who 
cannot contribute appreciably to mak- 
ing human society more beautiful 
through our individual goodness and 
wise unselfishness. 

—Davip ve Sora Poot, D.D. 


I never met a man I didn’t like. 
—WixL ROocERs. 


Not doing more than the average is 
what keeps the average down. 
—Won. M. WINANS. 


Today the treacherous, unexplored 
areas of the world are not in continents 
or the seas; they are in the minds and 
hearts of men. 

—ALLEN E. Craxton, D.D. 


Despots govern by terror. They know 
that he who fears God fears nothin 
else, and therefore they eradicate from 
the mind that only sort of fear which 
generates true courage. —Burxe. 


Just definitions either prevent or put 
an end to disputes. —Emnons, 


Realize the importance of systemat- 
izing your business and of utilizing for 
your purpose the latest and most ap- 
proved methods. Keep your personal 
as well as your business papers in sys- 
tematic order. It will add much to your 
peace of mind to know that your pri- 
vate papers are in proper order, and 
that those dependent upon you will be 
able to act intelligently in case of seri- 
ous emergency. The matters of will and 
life insurance should receive your spe- 
cial attention. —GRENVILLE KLEIsER. 


Were we to take as much pains to 
be what we ought, as we do to dis- 
guise what we are, we might appear 
like ourselves without being at the 
trouble of any disguise at all. 

—ROUCHEFOUCAULD. 


In those vernal seasons of the year 
when the air is calm and pleasant, it 
were an injury and sullenness against 
nature not to go out and see her riches, 
and partake in her rejoicing with 
heaven and earth. —MILTOon, 


Production is the only answer to in- 
flation. —CHESTER BOWLES. 


Every man takes care that his neigh- 
bor shall not cheat him. But a day 
comes when he begins to care that he 
do not cheat his neighbor. Then all 
goes well. He has changed his market- 
cart into a chariot of the sun. 

—EMERSON. 


It is a profound mistake to think that 
everything has been discovered; as well 
think the horizon the boundary of the 
world. —LEMIERRE. 


The only true happiness comes from 
squandering ourselves for a purpose. 
—JoHN Mason Brown. 


In response to many requests from readers 
639 “Thoughts” which have appeared here 
have been published in book form. Price $2. 








A Text. . 


Sent in by E. M. Fulton, Spo- 
kane, Wash. What’s your 
favorite text? A Forzes book 
is presented to senders of 
texts used. 


No man having put his hand to the plow, 
and looking back, is fit for the Kingdom 
of God. 


—LukeE 9:62 
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... the human ingredient 
...in the unbeatable combination 


On the Norfolk and Western Railway’s Roanoke, Va., shop assembly 
line, men like these build a 70-ton steel coal car* in 48 minutes. 

The building of these sturdy cars is only one of thousands of jobs which 
go on ceaselessly behind the scenes. The workers who build them are only 
a few of many thousands of Norfolk and Western employees. But these 
men typify the human ingredient which helps to make Norfolk and 
Western Precision Transportation. 

Good railroad transportation requires modern and efficient facilities 
from the roadbed up. It requires sound, progressive operating methods 
. . . and the teamwork of the thousands of Norfolk and Western employees 
with trained minds and skilled hands . . . with the sense of responsibility 
which creates the human desire to see the job welldone . . . and with the 
experience that assures the railway’s shippers that the job of providing 
dependable rail service will be well done. 

This is the vital human ingredient in the unbeatable combination. 


cotumBus fT LS Duaccastown *The N. & W. has more than 52,000 coal cars of various 
capacities to serve the coal mines along its lines, dealers 
and consumers. The cars are designed and built to fit the 
needs of the coal operators and coal users. 






* CINCINNATI 
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The Norfolk and Western Railway recently was awarded the and 
Harriman Memorial Gold Medal for making the outstanding 
safety record among the large Class I railroads of the nation Rg A ¥ L | A Y 
in 1947. This marks the fourth time the N. & W. and its 


employees have won the highest honor in railroad safety. PRECISION TRANSPORTATION 
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what other calewlators forget 


Here’s the faster, simpler calculator for all invoicing 
problems. 


Here’s the truly modern calculator that shows the 
results of each individual calculation—then stores 
and accumulates them to give automatic grand 
totals or net results. 


Here’s the Burroughs Calculator with the built-in 
memory that is saving thousands of concerns from 
15% to 40% on invoicing time because it eliminates 
rehandling of figures and waste motion. 


You'll want to find out about the calculator that 
remembers what other calculators forget. Learn 
how it can save time, save money in your office. 
Call your nearest Burroughs office for a demonstra- 
tion... and let the Burroughs Calculator “speak for 
itself.” Burroughs Adding Machine Company, 
Detroit 32, Michigan. 


4) BURROUGHS 
CALCULATORS 
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